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NEXT MONTH 


MERRY CHRISTMAS and a Happy 

New Year. That is our sincere 

wish, and may your happiness and pros- 
perity know no bounds. 


+ F + 


EFORE the January number is in 

your hands the year 1920 will have 
passed into history. It is appropriate, 
therefore, that we should at this time ex- 
press our deep appreciation for the many 
courtesies extended us and for your splen- 
did co-operation during the first year of 
our existence. We bespeak a continuation 
of this help. and encouragement for the 
coming year, to the end that we may re- 
double our efforts to serve you. 


+ F 


ITH a full realization of the chang- 

ing business conditions and the re- 
sponsibilities which they impose, arrange- 
ments have been made to increase our edi- 
torial facilities and extend our service. 
Tue Josper’s SaLtesMAN, beginning with 
the January issue will be bigger and bet- 
ter than ever. New contributors are pre- 
paring interesting, helpful articles on busi- 
ness problems that we are all facing; addi- 
tional field editors are conducting investi- 
gations that will help you sell more goods; 
many new subscribers have been enlisted 
to exchange their ideas and experience. 


+ & F 


HERE will be several special articles 
of unusual interest in the January 
number reviewing the developments of the 
current year and analyzing the prospects 
for 1921. The regular departments will 
also contain a great deal of interest and 


value. 
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E’RE mighty grateful for this opportunity to say to 
our friends, the Jobbers’ Salesmen: “A Merry 
Christmas and a Happy New Year.” 


You’ve done a good job this past year, and it hasn’t been 
an easy year in which to do any kind of a job. You've 
played the game and the Benjamin Family is glad to 
have been able to play the game with you. 


We don’t know what may be ahead of us, any more than 
you do, but we are firm in our opinion that you won’t 
sell this country short any more than we will. 


We'll do the best we can and we believe you will do the 
best you can. And we sincerely hope that when another 
year rolls around we will still be working together—and 
we'll say again: “Thank you, and a Merry Christmas 
and a Happy New Year.” 


Benjamin Electric Mfg. Co. 
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The Gentler Sex 


Have Manufacturers, Jobbers and Dealers Overlooked the 
Fact That Women Are the Ultimate Users of 
Electrical Household Appliances? 


By FRANK B. RAE, JR. 


ONSIDER the skirt. 
Yea, bo—I thought that'd make you sit up and 


straighten your tie. Skirts is a subject that will 
get a wink outa a cast iron statue of St. Anthony any day 
between creation and th’ crack o doom. 

But I’m not talking about that sort o skirts you're 
thinking about. I got just as good eyesight as the next 
fella, an’ th’ flapper whose skirt is only just a sort of 
ruffle around the top of her stockings gets just as good 
gaze outa me as she does outa anybody, but they’s an- 
other angle to this here proposition—a business angle. 

In th’ old days when we see a skirt we felt in our 
pocket to see how much money we had on us to spend, 








but now things has got to where when we see one we gotta 
figure how much jack we can take offa her by legitimate 
means. 

Think of a electrical supply peddler makin’ money 
off’n the janes! Can't be done, sez you, to which I reply 
that it’s gotta be done or some day you ain’t got no more 
job than a fish has overshoes. 

* * * 

This here piece in the paper had ought to be entitled, 
“How to Make Money Off'n Wimmin,” only if we did 
somebody’d think we was doing the Mann Act an’ have 
us pinched for bein’ white slavers, which is just exactly 
the opposite of what we are, for if we make good at this 














Women Are THE Users oF Execrricat Lapor-Savinc Devices So Wuy Nor Stupy THem Buyrne Hasits? 
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here wimmin job the thing we’re bustin’ up is slavery, the 
like of which would make Simon Lagree look like a cake 
eater. , 

Th’ kind o’ slavery I’m talking about is housework 
slavery, an’ th’ skirts I has in mind is th’ kind o’ skirts 
yer sister and mother wear—not th’ abbreviated alibis 
that th’ hand-painted flappers has patterned after a fig 
leaf which Eve had outgrew. 

Lissen. 

There are 110,000,000 people in these here United 
States an’ every one of ’em wears a shirt or a pair of 
diapers or a petticoat or somepin that has got to be 
washed about onct a week, anyway. ‘Take things as they 
run, it’s a safe bet to say that everybody whatsoever 
dirties up at least six pieces of cloth every week that’s 
got to be washed, an’ if you’re good at arithmetic or will 
take my word for it, this means that they is thirty-four 
billion, three hundred and twenty million (34,320,000,000) 
dirty clothes in th’ country every year that has got to be 
cleaned or th’ health ossifer will pick us up. 

Now, I ask you, how is this here. wash goin’ to. get it- 
self done? Don’t interrupt me: I'll answer that ques- 
tion myself and I’ll answer it right. If you figure that 
there’s about a day’s laundry work every week for every 
six people, you got more’n 16,000,000 wash-days, which 
is just the same as sayin” that 2,700,000 wash-ladies in 
the country is workin’ at their trade six days a week right 
through the year. 

Now, you know just as well as me that there ain’t no 
such number of journeymen wash-wrastlers—if they was 
your wife coulda found one before now. So here’s a lot- 
ta dirty work that has got to be done and nothing didding 
for doers. Am I right, or am I wrong? I am! 

Then, take this here problem of dishwashing. Didja 
ever figure out the kinda job that is, when all th’ dishes 
is considered at one time instead of a dishpan full now 
and then three times a day? If everybody 
dirties up four dishes and three other tools at every meal 
they’d be a stack of 68,640,000,000 dishes and 51,480,- 
000,000 knives, forks and spoons for somebody to wash at 
the end of the year. 

And then take this little job of carpet sweeping. 
They’s probably an average of one seven-come-ten rug 
for every person in th’ country, figurin’ those that has a lot 
and them as ain’t got none, an’ the hotels an’ offices an’ 
everything. Stretch it all out so’s you can see it, like 
it was a hall carpet, and you have a strip a yard wide 
that'd reach 416,666 miles, or about 457 times back and 
forth between New York and Chicago. If anybody had 
to sweep that carpet—and they do sweep it about once a 
week even in our boarding house—that means the same 
thing as sweepin’ a hall carpet 21,666,632 miles long 


Lissen. 


every year. 
I cud go on like this till I wore out th’ ole slide rule 
and pencil, but when I got all through, the only thing 
I’d prove is that they’s a heluva lot of work done in this 
here land o’ ours—most of which is done by wimmin, and 
all of which should be done by th’ electric stuff you had 
ought to sell. Moreover an’ furthermore, you can’t sell it 
to dealers only unless you can tell th’ dealers how to sell 
it to wimmin, which is why I have said before— 
Consider the skirt. 
“Beans!” sez some guy, which is a polite way o’ 








saying I’m full of gas, which I ain’t. An’ lemme tell 
you why I ain't, to wit: 

Didja ever see a hardware drummer? Then you don’t 
know nothing about it. These here now hardware drum- 
mers have been sellin’ dishpans and wash tubs and scrub 
boards and brooms and carpet sweepers for a long time 
and they know all they is to know about wimmin and 
some things they wisht they didn’t know, like how straight 
they can throw a seven-pound sad iron, or how it feels to 
be bashed with a rolling pin. 

When the electric washing machine begun to infringe 
on the bizness of th’ good old wash tub what you and me 
used to take a bath in when we was kids (when we took 
one) did these here hardware drummers quit like a cur? 
They did not. Nor when the electric cleaner began to 
run the old broom ragged, nor yet when the dishwasher 
begun to afflict the dish-pan business they didn’t quit. 
All they done was to say, “Ah, ha!”—like that—‘‘Ah, ha!’’ 
they sez, “watch us give these knob and tube peddlers a 
trip over Niagara.” And they done it. And they done 
it so smooth their work would make a handful of quick- 
silver feel like a rasp file. Most of you ain’t woke up 
yet to what they done to you. 

Want to know what they done? 

They is more hardware jobbers sellin’ electric house- 
work machinery than they is electrical jobbers altogether 
everywhere. They is. more o’ these smooth hardware 
drummers scoutin’ around for orders for electric home 
tools than they is electrical dealers worthadam in the 
United States and her island possessions. They is more 
hardware dealers that do fifty thousand dollars ($50,000) 
a year business what will sell electric stuff to wimmin 
than they is screw-driver and all other electric dealers. 

What these birds done was to go an’ steal the whole 
works. They not only eloped with th’ bride but they 
borryed yer license, picked yer pocket fer th’ ring and 
subsidized the minister. They done a good job an’ they 
done it thorough. None thorougher. They got the busi- 
ness and th’ coin and you ain’t even got th’ experience. 
Most o’ you don’t even know that nothin’ happened. 

+ 


* * 


All of the which gets back to my original copyrighted 
argyment that you ain’t paid enough attention to the 
skirts. You was always peekin’ at what stuck out be- 
neath than figurin’ on what they was up above under the 
sunbonnet. You was always dopin’ out where you'd get 
more money to spend on ’em instead o’ dopin’ how they'd 
fetch you more money to spend on yourself. 

I hope that come New Years you will take a tumble to 
yourself and do a little figurin, namely :— 

Who’s going to wash them 34,320,000,000 dirty clothes? 

Wimmin! 

Who’s going to wash them 68,640,000 dirty dishes, and 
them 51,480,000,000 pie-shovels and spoons? 

Wimmin! 

Who's going to clean that there 21,666,632 miles of 
carpet? 

Wimmin! 

What they going to do this work with? 

Electric washers and electric cleaners. 

Who’s going to sell ’em? 

Dealers what know how to handle wimmin. 
Who’s going to sell these dealers? 
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How About Automobile Lamps? 


Here Is a Big Profitable Field That Is Being Slighted. With 
Over Eight Million Cars in Service, Auto Lamps 
Should Be Merchandised by Every Dealer 


By W. E. UNDERWOOD 


T ISN’T so very many years ago since the automobile 
I was commonly known as a “horseless carriage’ and 

in those by-gone days, we all used to rudely rubber 
at the noisy, sputtering contraptions and wonder how 
anyone could be such a chump as to want one. 

But times have changed; eight millions of cars are in 
use—and today they are practically all electrically lighted, 
creating an annual renewal demand for seventy millions 
of automobile lamps. 
sities to the car owner. 


And these lamps are staple neces- 

Not only must he have new lamps 
as fast as old ones burn out, but he insists on getting them 
just around the corner—same as lamps for his home. As 
a result the electrical retailer and the hardware merchant 
find they can do a thriving business in ‘‘auto bulbs” and 
other staple auto accessories. 





Hence the salesman for the electrical jobbing house has 
had automobile lamp bulbs, as well as other automobile 
supplies, added to his selling line. Certainly auto lamps 
were not added to the sales line at the request of the sales- 
man inasmuch as, very generally, he had little love for 
them because he found them hard to learn and under- 
stand. 

Until the past very few years, automobile lamps were 
admittedly a “mussy line.” There were many different 
bulb sizes and shapes, different styles of bases, several 
voltages, various candle-power ratings and no way to tell 
what lamps to put into the dealer’s stock. Similarly the 
dealer was pretty much at sea as to what lamp to supply 
for any particular car. If a Ford drove up to his door 
he knew what to hand out, but for any less common bus, 
he simply tried out the first lamp he laid hands on. If it 
burned out, he pocketed the loss; if it stayed lighted he 
executed a war dance of joy and collected whatever price 
he felt he could get away with. 
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Comprise Twenty-two Per CENT oF 


As time went on, these merchandising obstacles were 
gradually overcome until today three bulb sizes are the 
general standard. ‘Two styles of bases, and two voltages 
have also been standardized, so that, all told, there are 
now only about twenty different auto bulbs that the job- 
ber’s salesman need worry his head about, which actually 
makes the subject of automobile lamps more simple and 
more easy to understand than the large lamp line with 
its varied lighting fields and lamp types. 

At present the great majority of the automobile lighting 
demand is supplied from but eight types of lamps with 
a tendency continually toward a still greater standardiza- 
tion and further narrowing down of the line. The dealer’s 
job, too, has been simplified by this standardization and 
by means of the automobile lamp guides supplied by 
practically all auto lamp manufacturers, showing the 
proper lamps to supply for any make and model of car. 


In spite, however, of the simplification in the line of 
automobile lamps and consequently in the handling of 
them, many electrical jobbing salesmen do not realize the 
change. They are still gun-shy. True, they sell auto 
lamps but not, as a rule, with the same enthusiasm they 
put into the sale of large lamps. Yet here is 22 per cent 
of all lamp sales—a field greater than home lighting, 
greater than store lighting demand and exceeded only by 
the industrial lighting field. 

Automobile lamps have become a staple necessity, some- 
thing that can be profitably merchandised by practically 
every retailer upon whom the salesman calls. Certainly 
the jobber’s salesman who does not put his best licks into 
selling these little lamps is missing one of his biggest bets. 

A survey has just been completed in the course of 
which 146 jobbers handling automobile lamps were inter- 


viewed, covering territorially the entire country. 
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Of these jobbers, who may be taken as representative 
of the entire jobbing business, the great majority consider 
automobile lamps as exceptionally good profit producers. 
Electrical and hardware jobbers find them somewhat bet- 
ter profit makers, in comparison with other lines handled, 
than do auto accessory jobbers. Many jobbers have 
definite “leaders” and automobile lamps are generally in- 
cluded with such top notch products. As might be ex- 
pected, auto lamp sales are being more actively pushed 
by those jobbers who rank them high as profit producers 
than by jobbers who do not consider them as extraor- 
dinary from a profit standpoint. These high-lights are 
stated with a view to bringing home to the jobber’s sales- 
man the fact that his house is pretty likely to love the 
fair-haired lad who is sending in bounteous orders for 
automobile lamps. 

Approximately only one-fourth of the accounts on the 
average jobber’s books, it is found, are today purchasers 
of automobile lamps, which shows that there is a wide 
possibility for the jobber’s salesman to extend this class 
of business. 

It is seldom that the dealer in automobile lamps sticks 
to one brand more than two years and a very great many 
dealers are handling several different brands. Obviously 
it would be more profitable for the dealer to handle but 
one brand and to make all of his purchases from one 
source. And it is easy for you to get all of the auto lamp 
business of all your dealers who sell this line. Simply 
by showing that you are interested in seeing these lamps 
move from the dealer’s stock into the hands of car owners; 
by making suggestions which will stimulate retail sales or 
make merchandising easier, you will automatically get all 
of the dealer’s orders for automobile lamps. While these 
suggested ways of serving the dealer may sound theoretical 
there are tried and proved ways of putting them into 
practice. 

Comparatively few dealers, for example, have a con- 
venient place to keep a stock of auto lamps, and not one 
in a hundred has taken the time and trouble to work out 
a systematic arrangement of stock so that any lamp asked 
for by the car owner may be instantly located. Here is 
one of the first and most important ways where you can 
be of service. If the dealer has shelf room, suggest a 
systematic arrangement of stock on his shelves with labels 
to indicate the different types of lamps, so that even the 
greenest clerk can easily select any lamp wanted and do 
it without loss of time. If the dealer has no shelf room, 
bring to his attention the metal stock cabinet for the 
counter. Cabinets of this nature are available from prac- 
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tically all automobile lamp manufacturers. The jobber’s 
salesman who has served his dealers in this simple way 
actually finds that the dealer is glad to rely upon him to 
keep his auto lamp stock filled. The salesman is welcome 
to go behind the counter with his order book open and to 
list the lamps which are out of stock. When the order 
is thus made out the dealer signs his John Hancock and 
feels that the salesman has done him a favor. Unques- 
tionably the salesman has done the dealer a favor, but at 
the same time he has opened up an ideal way of making 
sales simply as a result of gaining the entire confidence of 
the dealer. 

Very frequently the dealer with a stock of automobile 
lamps makes no effort to bring this line to the attention 
of the consumer. He thinks that, because these lamps are 
staples, car owners will ask for them when they need 
them. It may never occur to him that customers who 
need these lamps may buy them elsewhere simply through 
ignorance of the fact that he has them to sell. Definite 
suggestions from the jobber’s salesman for an attractive 
window or counter display of auto lamps, or for other 
means of identifying this dealer’s store as a lamp service 
station, will be eagerly accepted by the dealer and are 
sure to increase sales, 


This statement as to the relation ef lamp advertising to 
sales is not “bunk.” There are facts aplenty to bear it 
out. For example, a check upon a goodly number of elec- 
trical retailers showed the following results for the past 
year’s business :— 

Those retailers using identifying advertising had an 
average increase in bulb sales of 127 per cent. __ 

Those who were not identifying their stores as lamp 
service stations had an average increase in sales of 
but 30 per cent. 

There’s a mighty big gap between 127 per cent increase 
and only 30 per cent increase. The live ones are manifest- 
ly getting the cream of the business while the dead ones 
are getting only the business that comes to them because 
they don’t lock their doors. There are plenty of dead ones 
who need only a little shot of pep and a few constructive 
suggestions from the jobber’s salesman to become the life 
of the party. 

There is no getting around the fact that the production 
of new cars is not being carried on today on the same 
big scale as it was during the early months of 1920. There 
is even the possibility of still further curtailment in auto- 
mobile production. However, it’s all wrong to get the 
idea, which some people seem to have that the car manu- 

(Continued on page 65) 
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Classifying and Analyzing 


Our Selling Problems 


An Interesting Method for Solving Our Difficulties Is 
Presented by a Truly Scientific Salesman 


By INTERVIEWER 


Reporter's note; This interview was secured a month and 
more ago. I have been looking forward ever since to its publica- 
tion. It contains things which every man who is seriously intent 
upon succeeding as a jobber’s salesman will find very helpful. 
However, be warned; this is not the kind of mental pabulum it’s 
safe to bolt whole, without chewing. The man who does so will 
be in for a bad attack of mental indigestion. On the other hand, 
if it is studied and digested thoroughly a better understanding 
of the fundamentals of selling is assured. 


HE points I wish to bring out,” he said, “may 

occupy a trifle more space than some of the other 

interviews which have appeared in THe JossBer’s 
SaLesMAN, but I'll be as brief as possible. An analytical 
operation, like a process in mathematics, cannot be cur- 
tailed beyond a certain point without detriment to the 
result; that fact, rather than any preference of mine, will 
determine the length of this interview.” 

“When the salesman secures an order it is because of 
what the prospect feels and thinks. The prospect buys 
because he cannot, or does not care to, resist the impulse 
to buy. Selling—real salesmanship—consists in causing 
the prospect to experience the emotions and think the 
thoughts that will engender that impulse to buy. And as 
all of man’s activities are prompted by desires kindled by 
one or the other of the basic instincts it follows that suc- 
cess in selling depends upon ability to arouse such desires. 
The prospect’s attitude of mind at the time he is ap- 
proached has everything to do with deciding what manner 
of presentation will act most surely to arouse the proper 
buying desire. Every man who sells recognizes that fact 
more or less clearly. The trouble is with most salesmen 
that they fail to take the prospect’s attitude of mind into 
account properly in deciding their plan of attack. 


“The prospect who has a grouch against the salesman’s 
house cannot, while in that mood, be swayed by arguments 
which ignore that attitude of mind. A man, for instance, 
may be ever so hungry, but if offered a food which he 
believes to be poisonous he will not eat of it. The desire 
to live overrides the desire for food, and the man prefers 
rather to continue being hungry than to die. But if argu- 
ment can be advanced that will convince the man that the 
food will not hurt him he then eats it gladly. Well, 
every dealer is dominated by the desire to see his business 
continue and prosper, just as he desires personally to keep 
on living. He spends money willingly for the things that 
he believes will further the life and prosperity of his busi- 
ness, but refuses to put money into those things which he 
feels will for some reason be detrimental to his business. 
The problem thus boils down to discovering what are the 
common reasons why a dealer refuses to buy, and then 





devising a presentation that will dissolve his fear of that 
thing—to convince him that the ‘food’ is not poisonous, in 
other words. So far as I have been able to find out, those 
reasons are not many, and I can explain them all very 
briefly. 

“T prefer to regard each of these dealer-attitudes as a 
problem to be solved and will so refer to them, suggest- 
ing, too, the tactics which I have found successful in dis- 
pelling that attitude. 


PROBLEM NO. 1— 


“This dealer sells a high-grade competing line. He has 
built up a good trade and is well satisfied with the line 
and his affiliations. 

“This is the most difficult of all selling problems, the 
dealer being satisfied with conditions as they are. Never- 
theless, many sales are made to just such dealers. You 
can do it, too, providing vou can make the dealer think 
and feel as follows: 

I1st—(a thought) My present line is holding me back. 

2nd—(a thought) This line that I’m offered is really 
better suited to my purpose. 

3rd—(a thought) Whatever I may lose through drop- 
ping my present line will be more than made up by what 
I'll gain with this new line. 

4th—(an emotion) I like this salesman. 

5th—(an emotion) I want to take on this new line. 

6th—(a thowght) I’m going to do it. 

“Now at first glance it may appear to be just about im- 
possible to bring the dealer to think and feel as outlined, 
yet it isn’t. I think that can be made clear; for instance,— 

“The dealer buys and sells in response to that con- 
trolling passion which I have mentioned; namely, to keep 
his business going and making a profit. But no two 
dealers have precisely the same merchandising ambition. 
So before it will be possible to bring‘the dealer to see 
that his present line is not such as he must have to realize 
his aims, you must contrive to discover in detail just what 
it is that he is aiming for. And if you have been working 
along proper lines you will, before visiting the dealer, 
have done this: (1) you will have posted yourself regard- 
ing the wants and purchasing power of the community; 
(2) you will have familiarized yourself with the scope and 
caliber of the dealer’s competition; (3) you will have 
estimated the amount of business that the dealer should 
be doing. 

“With that information to guide you it becomes a simple 
matter to induce the dealer to state the program of achieve- 


ments comprising his business ideal. Then if you tell the 
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dealer what other dealers situated about as he is are 
doing you have induced him to get himself into a position 
where he must blame either the line or himself for his 
failure to do better. He may not acknowledge that con- 
clusion to you, but he will make it to himself. Ninety- 
nine times out of a hundred, too, he will blame the line. 
But do not make the mistake of “knocking” his present 
line; leave that for him to do. Confine your activities to 
telling him what other dealers are doing with your line, 
and painting a convincing word picture of the benefits 
that will come to his business through handling your line. 

“Contrive, if you can, to discover from the dealer how 
his present line measures up regarding these points :— 
(1) have he and his salesmen been properly coached by 
the manufacturer's or jobber’s representative regarding 
the best manner of selling the line; (2) is he getting the 
proper kind of advertising help from the manufacturer; 
(3) does the line possess sufficient talking points of real 
merit; (4) is the make well and favorably known, and is 
there an established record of performance back of it; 
(5) how serious and how frequent are complaints? In- 
quiry along those lines will bring out the dealer’s opinion 
as to whatever he thinks is lacking in his present line. 
Don’t make the mistake, though, of telling him; that would 
be ‘knocking.’ Let him tell you. Then play up the cor- 
responding advantages of your line in their strongest 
terms, leaving it for him to make the necessary compari- 
son mentally to himself. Actually, one need not be very 
adroit to convince the dealer that whatever success he has 
had with his present line has been due more to his own 
native ability than to any good qualities inherent in the 
goods. Then show him wherein and why your line is 
better worthy of the fine merchandising talent he is put- 
ting into his business. 

“So far you will have been appealing mostly to the 
dealer’s reason, but now comes the time to unbottle your 
enthusiasm, picturing the great success which the dealer, 
with his ability, will achieve with your line and with your 
house cooperating with him. Put it on thick; it is neces- 
sary to do so in order to arouse him to the proper point 
of desire for your line. Enthusiasm is an emotion and its 
contagious quality is well known; so cut loose with all you 
have. And if you handled the preceding matters prop- 
erly, you will have by now succeeded in placing the dealer 
in the position where it is easier to keep on going ahead 
than to reverse. Because a refusal to stock your line at 


that late date would be tantamount to his saying something. 


like this: I am not progressive; I don’t know my own 
mind; I have not the courage of my convictions; I am a 
business weakling. Don’t make him confess to all those 
horrible things—let him give you an order. 

PROBLEM NO. 2— 

“This dealer claims to have little or no call for a high- 
grade line like yours. 

“If there is a market for quality goods such as yours, 
which the dealer is not catering to, it is up to you to con- 
vince him of that fact. Find out the local prices that 
women are paying for hats and suits, for luxuries and 
necessities generally. Then go to work to cause the dealer 
to think and feel as follows: 

Ist—(an einotion) I am just as good a merchandiser 
as these merchants in other lines who are getting rid of 
quality goods at quality prices. 


2nd—(a thought) If my merchandising ability and op- 
portunity is the equal of theirs I can sell quality 
goods too. . 

3rd—(an emotion) I desire to sell the best. 

4th—(a thought) I will take on this line. 

PROBLEM NO. 38— 

“This dealer claims to have had unsatisfactory results 
with your line, and has either discontinued it or has indi- 
cated his intention to do so. 

“Decide first of all if the dealer is being swayed by 
prejudice or guided by reason in making that decision. 
A prejudice, being emotional, demands expression in 
action; frequently it cannot be expressed properly in 
words—witness the extravagant language of love and hate. 
So while you may be able to upset a dealer’s arguments 
in support of his prejudice you gain little by so doing, 
because you are merely convincing him ’gainst his will. 
Fight fire with fire. Do not combat his prejudice; invite 
him to get it all out of his system. For often it will sound 
so trivial when he tries to put it into words that he will 
laugh at it himself. 

“On the other hand, if the dealer’s decision be based 
upon more or less sound reasoning then you must employ 
better reasoning to offset it. So you see that the problem 
as stated really embodies two problems; first, how to 
arouse and play one prejudice against another, and, see- 
ond, how to show the dealer the flaw in his reasoning. 
The outline that I will give now suggests the method of 
procedure. 

“Arousing and playing one 

prejudice against another: 

1st—(an emotion) I like this salesman. 

2nd—(a thought) This or that feature of the line cer- 
tainly is satisfactory and I approve it. 

3rd—(an emotion) I wish I might enjoy those benefits. 

4th—(a thought) I guess I’m biting off my nose to 
spite my face, in refusing to continue to handle this line. 

5th—(an emotion) This salesman has been so nice about 
it all that I want to give him another chance. 

“Showing a decision to be not 

for the best interests of the 

business: 

Ist—(an emotion) I want to do what is best for my 
business. 

2nd—(a thought) I decided without having but one 
side of the story. 

38rd—(a thought) The best interests of my business 
demand that I reverse my decision. 

PROBLEM NO. 4— 

“This dealer buys locally-made goods because he wants 
to patronize home industries, and all that sort of thing. 

“Sometimes in cases like this there are personal ties 
that bind the dealer to the local manufacturer, or it may 
be that dependence upon banking facilities controlled per- 
haps by the manufacturer explain his allegiance. If such 
conditions exist, best not waste time trying to do the 
impossible. Otherwise, the following are the results to 
aim for. 

Ist—(a thought) By permitting my loyalty to these 
locally made goods to fence out competitive offerings I am 
practically forcing myself to buy these locally made goods 
at monopoly prices. 

2nd—(a thought) My best interests will be served by 

(Continued on page 84) 
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Shorty Sells Himself 


Read This Amusing Account of How 
One Salesman Landed a Job 


By J. S. 


EAR TED: 
Well, Ted, when it comes to landing a job, as 


the fellow says, I’m there like a meter in the 
basement—my back’s up against the wall, and the more 
load they put on the faster I go. 

Of course you know like I know, that when I left the 
Hixon Power & Light Co., to come here to the big town I 
hadn’t any more job than a blowed out fuse, and worse 
yet, I hadn’t an idea in the world where I was going to 
fall over one. I'll bet I wore out two good pair of pants 
polishing off them yellow oak benches that set out in front 
of the railing for salesmen and other out-of-works to fall 
asleep on. 

But all joking to one side, those birds that call their- 
selves sales managers has only two kinds of bunk to hand 
out. One is they got so doggone much business they don’t 
need any salesmen, and the other is that business is so 
rotten they can’t afford to hire any. I'll bet I could set 
down in a half a day or so and write up a bunch of 
excuses that would make their’s look like a moonlight 
schedule during a eclipse. Why don’t they get some new 
ones like their factory fell over during the night and 
killed all their help, or the power company hasn’t got 
any coal so folks can’t use flat irons or washing machines, 
or they have to pay so much excess profits tax that they 
can’t hire any help only what’s needed to sweep out the 
offices and refuse the orders that clutter up the bosses’ 
desk. 

I might have been polishing those benches yet if it 
hadn’t been for me going into a book shop to get out of 
the rain and picking up one of those books about how to 








“Tl Struck tHe Book Unpner My Arm anp WALkKEpD Ott.” 


be a 10,000-h.p., 20,000-volt, 60-cycle salesman in 10 
easy lessons. I seen right away it was just what I 
needed, so when the nickle-pincher in charge was busy 
figuring up his profits for the day, I stuck the book under 
my arm and walked out. 

Any guy old enough to worry along without a teething 
ring could have saw that the book was 99 per cent bunk, 
and that you couldn’t sell a widow woman a foot warmer 
with any such line as that college prof. propogated, but 





HOMER 


one thing it said paid for the risk of swiping the volume 
off the book Shylock. Here the way the easy lessons 
put it across: ‘When you sell your services you make the 
greatest sale of all. Don’t talk too much. Do something 
original. Think for yourself. Many a good job has been 
landed by demonstrating that the applicant has a selling 
brain and knows how to use it.” 

Believe me, Ted, that struck in, for as a quick thinker, 








“Lizzie AND I AND THE Irons Hap Evaporatep.” 


I can make T. Edison look like a ox cart speeding down 
Mich. Boulevard in Chi., only sometimes I think too quick, 
like when I sprang that scheme for renting out washing 
machines and vac. cleaners, and the boss claimed I needed 
a nurse—only that wasn’t so bad Ted, because it might 
have worked at that. 

But I’m here to tell you, Ted, that the go-get-em 
business stuck in my bean and I couldn’t get it out, even 
when I was hard at work on my regular job of bench 
rubbing. I finally sprang it on Elkins & Lowe, an elec- 
trical jobbing concern down on Canal, that does a big 
business out in the jungles selling washing machs, toast- 
ers, lineman’s tools, etc. I was doing a swift, slick job 
for the porter and was about ready to begin to dust off 
some of the desks with the seat of my britches, when old 
man Lowe busts out of his door, beefing about an order of 
flat irons due for a sale at a local dealers, and the 
teamsters was all out on strike, so the shipping clerk 
couldn’t get them delivered any way he could figure. 
Well that shipping guy was balled out right, only I didn’t 
wait to hear the finish. I beat it down the street about 
the start of the third verse. But believe me, Ted, my ears 
had been standing out straight from my head like a couple 
of them patent side windshields, and I had the address of 
where those irons were at, and where they ought to have 
been at five p. x. the day before. And I says to myself, 
kid, if you're a go-getter, here’s the finest place you ever 
met up with to go and do a little bit of high class getting. 

Over to this warehouse the boss brought into his con- 
versation while he was flirting with the apoplexy, was a 
sort of a yard, and a flivver was standing at the curb just 
inside. So what should I do but back her around and 















12 THE JOBBER’S fA] SALESMAN 





holler for the gross of flat irons for Elkins & Lowe. Then 
I balled the guy out so lively that he blew out a circuit 
breaker somewheres and before he could get his thoughts 
started again, Lizzie and I and the irons had evaporated. 


It wasn’t no time at all, Ted, before I had those irons at 





SERVICE.” 


“He Was Tetrinc How Turey Appreciaten My 


the store. Did I take them to the receiving room? I did 
like hell. I seen there was three wagons backed up there 
spending the morning, and I had to get that truck back. 
It was me for the front door. I got a couple of the boys 
to help me, telling them how it was and in less than no 
time we had them 144 irons in the store and I was on my 
way back with the jazz-buggy. 

Believe me, I figured there would be a corpse of beefy 
coppers rattling handcuffs at me when I drove up, but I 
guess they must of been on their lunch hour. As far as 
being noticed went, I might as well have been on Main 
Street in Hixon after 8 o’clock on any night but Sat. 
All I had to do was hit back for Elkins & Lowe and get 
patted on the back and hired into a good job by the old 
man. 

But take it off of me, Ted, all the quiet reception I got 
when I took back the borrowed flivver, was made up for 
when the main guy lamped me. I seen by the way he 
eyed me up that I had slipped somewheres, but he didn't 
a minute to figure it out. What he said was 
gave me the high sign to pass 


give me 
simply nothing, but he 
through the glass door into his coop, and we passed—me 
following him like a trailer follows a truck. 

“Young man,” he starts in, “do you know that you are 
likely to spend the next 10 years with steel bars inter- 
ferring with your landscape, and eating your beans off a 
tin dish. Do you know that you've lost one of our best 
customers for us, that you've gypped us out of a gross of 
flat irons and God only knows where you left them at, and 
that right now there's three or four cops running around 


with there noses on the ground looking for your tracks?” 


By the time he got these remarks off of his system he 
was on a straight and level track with 70 miles showing 
on his speedometer, and no more chance of my stopping 
his than a flivver coop has in a crossing argument with a 
30-ton interurban. Ted, I was itching to tell him that the 
truck was all OK, and that the irons were duly delivered, 
and that we could square up easy with the truck owner for 
10 bucks or so, but I got the busy signal every time I 
tried to butt in on the line. 

Lowe didn’t even get a good breath until the phone 
rang and he had to stop. Who should be on the wire but 
the owner of the truck—a small-time guy who hauled 
trucks and committed other forms of robbery that don’t 
come under the law. He’d found his truck all right with 
all four tires on it, and all the usual rattles hanging 
around, and only %4 inch of gas gone out of the tank. 
He was one of them birds that grabs onto 10 dollars like 
it was a million, and the boss must have got that figure 
from me by wireless or something, for that’s what he 
offered him. 

When the old man hung up he said I ought to shake 
hands with myself for escaping from jail on that count 
anyway, only the way he said it you'd think I just missed 
the electrical chair. He was just getting ready to start 
on the second count when the phone bell bust in again. 

And, Ted, this is where I got the laugh on the old bird, 
for wasn’t it the store where I took them irons to, calling 
Lowe up to tell him how they appreciated service, and 
how lucky he was to have a guy like me working for him. 
I didn’t hear that. I just guessed it. Anyhow this store 
must have offered me some kind of a job, maybe sweep- 
ing out or keeping books or something, because the last 
thing the boss said was, “No, I’ve just hired him myself. 
We like to get hold of those go-ahead young fellows and 
hang onto them.” 

Of course I was the go-ahead young fellow he was 
talking about and so, Ted, it looks like I had a regular 
job. The boss hasn’t said whether he wanted me to help 
him manage the store yet or not, but if he does, I'll be 
right there as usual. Only he says that we got to have a 
understanding right at the start that none of these original 
little plans goes. Of course that’s all right with me, 
because you know as well as I do that all of us salesmen 
has all we can do, without working our brains all of the 
time. 

Your go-getter friend, 
Shorty. 





SALESMAN. 
You’ve seen how liberally others 


able. 





Co-Operate 


O-OPERATION is the essence of progress—help your friends, your industry and 
yourself by helping to maintain the high standard of reader interest in THE JOBBER’S 


have contributed. 
shot or any little incident, piece of news or story about yourself, your friends, your cus- 
tomers or your territory, and written in your own everyday “United States”, is accept- 
Use the back of an envelope, a piece of wrapping paper 


How about yourself? <A snap- 





anything—but send it in. 
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When Trouble Shooting Pays 


Complaint of Dissatisfied Lighting Customer Turned Into a 
Fat Lamp Contract With Aid of Foot-Candle Meter 


By E. D. STRYKER, JR. 


HE Junior Partner was holding down the office 
over the week-end. Earlier in the week the fish- 


and-game warden had mentioned a proposed trip 
up-country and the Senior Partner, as usual, was not slow 
in accepting the invitation to accompany his friend. 

Deeply absorbed in a roll of blue-prints, the J. P. did 
not notice the entrance of a portly, florid gentleman with 
an appearance of grim determination that would have 
done justice to a Bolshevik plotter. After a moment of 
impatient hesitation, the visitor extracted a business card 
from the inner recesses of his vest, and slipped it under 
the eyes of the J. P. 

“T have come to you,” he said, ‘‘at the suggestion of my 
friend, the manager 
of the Mammoth. As 
soon as you can spare a 
time from those very 
interesting blue- 
prints, I would like 
to know why your 
job for him is satis- 
factory, while mine 
is rotten.” 

“Sorry I did not 
see you come in, Mr. 
Porter. As I remem- 
ber it, it was about 
two years ago that 
that classy office 4 
building of yours 
went up, and we put 
in the lighting.” 

“Yes, and don’t 
tell me I need a lot 
of new fixtures now, j 
either. The old ones 
have got to do.” i bisie 

“Suppose we go | 
down and look the 
building over,” sug- 
gested the J. P. as he 
reached for his hat 
and coat. 

“Good! You'll 
hear a fine lot of complaints from the tenants.” 

“But everything was satisfactory when it was put in?” 

“Lots of things look good while they’re new.” 
































The Belton Building was an up-to-date structure in 
yhich the most prosperous of the town’s manufacturing 
p slo maintained offices. Because of the extra serv- 
ice offered to tenants, space in the building commanded a 


high rental. Altogether, it was a paying proposition. 


The contract for the lighting had been given to The 
Electrical Contractors, Incorporated. The system in- 
stalled was almost without exception one of semi-indirect 
bowls and MAZDA C lamps. It had been used as a talk- 
ing point when newly installed, but in the past few months 
the complaints from the tenants regarding its inade- 
quacy had been rapidly multiplying. 

“It sure does look like this office had the jaundice,” 
observed the J. P. when they started the tour of inspec- 
tion.” 

“They all look alike—even my own office,” disgustedly 
replied Porter, the manager of the building. ‘“That’s the 
devil of it all.” 

“Let’s go down to 
your office—I 
to do some figuring. 
I suppose you're still 


want 


IS 


using 200-watt 
7m lamps?’ 
“Sure, 
where a few have 
burned out, the same 
lamps that you put 
in at the start.” 
Porter opened his 
office, and the pair 
entered. The J. P. 
sat down for a few 
seconds and scribbled 
away on the back of 


except 














— 





oO 


an envelope, mur- 
muring, “120 square 
3 of 


useful 


feet and about 1 
: 3000 lumens 
ought to give between 


= 


seven and eight foot- 


bad 


candles—not so 








“WirH Porter EacGerty WatcHING THE 
Bowt Was Hwune rn Ptace.” 


. for these offices. 
“Say,” interrupted 
“what in 


— 


Foot-CaNnDLE 


Porter, 
Hades has all this 
lumen and foot-can- 
dle stuff got to do 
with these offices?” 
A foot-candle is a 


Meter THE CLEAN 


“Well, it’s this way, Mr. Porter. 
unit to measure light, just as a degree Fahrenheit is a 
measure of temperature. Now with a 200-watt MAZDA 
C lamp in that unit up there you ought to get almost 8 
foot-candles of light down here on your desk.” 

“How do you know I should?” b 

“That’s where the lumen comes in. A lumen is the 
amount of light necessary to produce one foot-candle on 

(Continued on page 70) 
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Adventures of Hardluck Sam 


Our Hero Falls Asleep at the Switch 


EAR PHIL:— 
Well, old timer, I know suicide is a sin, but the 


only reason I don’t blow the top of my can off 
is I know I’d miss and kill some poor fish in the next 
block, so I’m going to stick it out. I could make a good 
living as a professional Hoodoo. The only luck I ever 
had in my life I won a goose at a raffle, and the sucker 
flapped so hard he got away and run down a sewer. 

I guess you wonder why this squawk, and here it is. I 
blew into Bald Hill a month ago to clean up off of old 
man Hazen. He can write his check for fifty thousand 
and not make no more dent in his roll than if you was to 
heave a grape-fruit against the U. S. S. Texas. Of course 
he’s a character. His specialty is a lovely temper that 
goes off like benzine when you throw a match in it. He’s 
a little runt, but has whipped more men bigger than him- 
self than any man in his county. He just flies up in 
their face like a grasshopper and off again, spitting out a 
piece of ear or scalp on the fly. I got most of his business 
and I prided myself on being able to handle him at his 
worst. 

When I walked in this time, the look he gave me made 
me creep all over. I could only figure one thing, so I 
says: ‘‘Well, what’s my house done to you now?” “Your 
house?” he snarls, “‘t’hell with you and your house! I 
got worse to torment me than your house, and that’s a 
whole lot!” I pulls the old what-can-I-do-to-help stuff 
strong as I could, and finally he tells me about it. 

It seems that, in a mad moment, he had bought a 
worthless franchise, and it wasn’t the money that made 
him sore, but the stain of being the goat for the first time 
in his life. He stood to lose his rep as the only real 
wisenheimer in the community. Bald Hill had a run- 
down trolley line from the depot to the mill and the plow 
factory. The people and the company had got into a 
scrap, and after a lot of boycotting and brick-throwing, 
the traction boys up and shipped all the cars away one 
night. Old Hazen seen a way to make some jack and a hit 
with the citizens at the same time, so he buys the franchise 
for a song. 

The first jolt was when he found he wasn’t no more 
popular than the old owners, and the second was when 
the council notified him he had thirty days to start making 
one round trip per day or turn in his franchise and dig his 
pen into the Loss column. Then it hit him that he didn’t 
have no more car to run than a rabbit, and that was what 
was eating him when little me come down stage. With 
my luck, the only thing that gets me by is nerve, and I 
sure got that. So I says I would get him a trolley-car if 
I had to steal one. He got one heel on the rung of his 
chair so he could leap on me if I was kidding, and asks me 
where. I thought how I would look with a broken nose 
or a cauliflower ear, and I backed out of his office, telling 
him to set tight and not worry and I wouldn’t fail him. 

First I wired the house an order for one standard- 
gauge trolley-car, condition no object, to come forward 
of one week at in reason. The next 


inside price 


any 


her three points. 


morning I got a night-letter saying they all extended their 
sympathy in my trouble and I should draw on the firm 
for money and take a rest at Hot Springs, and not to 
worry, they would take care of me no matter what hap- 
pened, and so on. 

Yes, they thought I had gone bugs, and it made me so 
mad I never answered, just started for Chicago to get 
that car or never come back. It’s a joke, Phil, there’s 
cars everywhere, going to the junk pile, but when a man 
wants to pay real jack for one, they act like he was nuts 
or had the smallpox. But I wouldn’t take “No” for an 
answer, and after four days of torture I found a burg out- 
side of Chi that had a car for sale. Believe me, I like to 
broke my arm wiring Hazen for the coin, and when the 
thing was settled I started for Bald Hill as happy as if I 
had escaped the electric chair. 

The car only had ninety miles to come, but they must 
of fallen off the flat-car with her, because she never ar- 
rived ’til two days before the time was up, and when 
Hazen seen her they had to hold him off my throat ’til 
they got her on his tracks. The boycott was working fine, 
but Hazen said she would run to the mill and back at 5:30 
the next morning if he had run her himself. 

We got up early to help him make good. We piled her 
full of Hunkies and Hazen hollers: “Let her go!’ I was 
nearest to the controller, so I let in the clutch and gave 
She leaped ten feet, stopped, then went 
off again, buzzing like a coffee-mill, and when we left 
town she was doing twenty. Hazen came forward. “The 
switch!” he yells, “Shut her off!” I tried to, but she 
wouldn’t shut. Then I seen the open switch and started 
to pray. Some of the Hunks went out of the windows, 
and the last thing I seen was five of ’em stuck in the back 
door, with Hazen on the bottom fighting for air. Then 
the bottom of the world fell out. As I shot out the side 
I heard a noise like a steam-roller going over a piano. 
The next thing I knew the nurse was dragging the ther- 
mometer out of my mouth and telling someone to pull 
down the shade. 

I think this is good-bye, Phil, as they tell me old man 
Hazen calls every day and asks when I will be out again. 

Yours as ever (you know what I mean), 


€€&€ 


A shave and a hair-cut make a fine disguise for some 
fellers. : : : : : 


Sam. 


An interesting and popular form of solitaire is Sguring 
how rich you'd be if you’d stayed single. 


An order-taker gives customers what they ask for; a 
salesman gives customers what they ought to have. 


Don’t blame a successful man for bragging a bit—no one 
with a good catch of fish goes home by way of the back 
alley. : : : : 
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Pictorial Review of Electrical Developments 






















Photo®©@ U.& U 

It seems appropriate to place the above picture and the one 
on the left side by side. These tough looking customers are 
Bolshevist electrical workers in Moscow waiting for their black 
bread which constitutes their wages. 






Photo @ U. & U. 

The above building was once a Greek 
church, later a synagogue and now is the 
meeting place of Chicago Electrical Work- 
ers’ Union, Local 134. Some combination! 





Photo © International Film Service 

The above ingenious piece of apparatus is an electrically driven 

cl machine which will turn a 100-ft. log into a mast in three hours. 
4 Under old methods it took one man 20 days to perform the same task. 






Photo Jay G. Mitchell 


“The line that Farmer John built.” The 
above picture looks like a relic of the ages 
but it doesn’t date back so far as that. It 
all goes to show what a farmer will and can 


do when he wants his farm electrically oper- PrtcO@U &U Pee OU. wt 
e ’ ° : toto © a. x he > oF 

— ee a jobbers cts rg The smallest electrical auto in This contraption is an electrically 

- area PNcithe ee _ on a car you the world recently made its ap- operated machine for testing the 

REE pearance in Chicago. It is oper- durability of sash cord and is not 


ated by a 12-volt storage battery. a set of chimes. 
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Pictorial Review of Electrical Developments 













Photo © International Film Service 

These fair young ladies constitute the bowling team of a 
Chicago electrical concern. We are exceedingly sorry but this 
particular team is not open to gentlemen recruits. 



















Photo © International Film Service 

Time limit for this picture is 30 seconds 

a look—no longer. Miss Claire Horn 
“listens in” on election returns on the 
wireless apparatus of a Chicago club. 








Photo © Kadel & Herbert 

This picture looks like what is left after two English bulldogs have 
gone through a little set-to. In this wreck on the electrified lines of 
the Southern Pacific, eight people were killed and 380 injured. 












Photo © International Film Service 





a What application will they make of 
: electricity next? Above IS an electrically Photo © International Film Service Photo@ U. & U. 
; operated hand saw being used by the 
} stage carpenter at the Cort theatre, Chi- Miss Mabelle Burch, brilliant The telephone in South America is 
i cago. It looks like a machine gun but, and beautiful young colorature, making progress, conclusive proof of 


nevertheless, it saves much time, labor sings to the Pacific fleet via which is illustrated above. Western Elec- 
and energy. Surgeons might use it to wireless telephone. Some peo- tric men are bossing this job, which hap- 
advantage, too? ? ? ple have all the luck. pens to be in Brazil. 
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Pictorial Review of Electrical Developments 


















Photo @ U. & U. - 


The above electrical apparatus is designed to measure down 
to a millionth of an inch. 


Photo © International Film Service 
Illustration of method for opening and closing 
prison cell doors by electricity. 














e Photo © International Film Service 

A view of the molding pits in the new foundry of the 
Westinghouse Electric & Mfg. Co. at Lester, Pa. This 
will be one of the largest foundries in the country 





By means of 
the above tele- 
p h otographone 
photographs can 
be transmitted 
by telephone 
An instrument 
which has been 
long waited for. 


© Keystone View Co Photo © International Film Service 
A new electrical razor is seen Above photo shows electrical furnaces in a Paris laboratory 
being applied above by its in- in which are made artificial precious stones which can scarcely 


ventor. be distinguished—even by experts—from the real things. 
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Pictorial Review of Electrical Developments 















Photo © U. & U. 

Above is one of the immense electrically operated trucks 
on standard gauge railroad tracks for opening the huge 
doors in the United States navy’s new gigantic dirigible 
hangar at Lakehurst, N. J. 









































Photo © International Film Service 

The above machine is an electric sand-hog used in 
salvaging sunken ships. The sand-hog burrows its 
way under the ship, pulling cables after it. The 
cables are then employed to raise the ship. 















Photo@ U. & U. 

During the war the electric vacuum cleaner was put 
to an ingenious use. In a campaign to raise funds. the 
Red Cross used a vacuum cleaner (as above) to clean 
out the pockets of the public. It is said that people 
were so anxious to see their money go up the tube 
that the bag had to be emptied several times. 


Photo © International 

One of the most talked about maritime inventions of 
the day is a means of piloting vessels through narrow 
channels by the use of radio cable. Above is Commander 
R. F. McConnell, United States navy, who has been spon- 


Photo@ U.& U. 






Above is a stator belonging to one of the 
four huge motors which will be used in pro- 
pelling the navy’s new dreadnaught, Califor- 
nia. The motors will collectively develop 


Photos © Gilliams Service 

The photo on the left shows the electrical washing machines in 
28,500 h. p. Note how small the man is in the laundry of the electrically operated U. S. S. New Mexico, 
whereas the picture on the right is a view of the kitchen on board 

the same ship. It, too, is entirely equipped with electrical appliances. 


comparison to the motor. 
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Thought Stimulators . . 5’ av cison 


order to succeed are said to be Honesty, Health, 
Enthusiasm, Industry and Knowledge of the Busi- 
ness. 

This editorial will deal with the fifth quality—Knowl- 
edge of the Business. 

A physician spends about fifteen years getting ready to 
practice medicine—gaining knowledge of the business. A 
lawyer devotes himself to the study of law for almost as 
long before he is allowed in court. 

Even after they begin practicing their professions 
these men are compelled to spend long hours in the study 
of books. The working day of the successful lawyer and 
physician by no means ends when his office door closes, 
for you will often find the reading lamp in his home 
library burning up to the time the clock strikes twelve. 

Now, the profession of selling is in every respect as 
difficult and as noble as any other profession. The proof 
of this is that the average yearly income of salesmen is 
probably double that of doctors and lawyers. 

Yet the writer of this sincerely believes that the ma- 
jority of the salesmen in this country who possess Hon- 
esty, Health, Enthusiasm and Industry as inborn quali- 
ties, could double their yearly incomes by acquiring a 
more comprehensive knowledge of the business in which 
they are engaged. 

Take the case of the man who sells the paper on which 
this magazine is printed. 

There are so many things for that man to learn about 
his business that it is hopeless to attempt to enumerate 
them. He should know the history of paper manufac- 
turing, the grades of paper, the type best suited for each 
kind of work. He should be able to give his customers 
expert advice on the paper market so that they can take 
advantage of price fluctuations. 

In short, he should be a walking encyclopaedia on 
paper, just as a highly paid corporation lawyer is a walk- 
ing law library. 


¥ e five qualities which a salesman must possess in 


Yes, but how can this knowledge be acquired? 

In the first place, if you are a salesman, have you read 
the catalog issued by your house or the firms with 
which it deals? Have you read the catalog of com- 
peting or allied lines? 

The Modern catalog is a textbook of the business it 
advertises. 

Perhaps the most profitable thing you can do in the 
next month is to study a few catalogs. Prepare your- 
self to answer every question a prospect may ask. 

Then go to the public library in your town and get a 
few books which treat of your business in a general way. 

If there are any good trade papers in your line, sub- 
scribe for them. 

Questions will probably suggest themselves to you. 
When you get an opportunity to talk to the sales manager, 
pump him dry. If you don’t see him often, write him a 
letter. 

One of the greatest salesmen in the world is Charles 
Schwab of the Bethlehem Steel Co. 


Schwab knows the steel business from cellar to garret. 

When the European war broke out he was a passenger 
on the first boat that left New York harbor and he came 
back a few weeks later with his pockets bulging with 
contracts that ran up into staggering figures. 

Knowledge breeds confidence, and confidence is the 
most important factor in closing a sale. 

Double your knowledge and you can double your cap- 
italization, and pay dividends on it, too. 


€€¢€ 


EAR is, perhaps, the greatest handicap of the aver- 
age salesman. 

Almost every man suffers from it when he is new in a 
business, and it hangs about the necks of some men 
throughout their entire business life, holding them down 
to middle-class positions. 

There are two methods for overcoming fear on the part 
of salespeople and other employees who must deal with 
the public—one is old-fashioned and wrong because it 
eventually wrecks the employee; the other is new-fash- 
ioned and right because its influence is constructive. 

The old-fashioned manager attempted to make his men 
so greatly afraid of him that they would face anything 
rather than report defeat to him. His men were like the 
old negro, down South, who was ordered by his master to 
enter a thicket to see what the dogs were barking at, 
though the negro was certain that the cause of the commo- 
tion was a bear. 

Asked if he was not afraid of bears, he admitted that he 
was, but added that he knew the consequences of dis- 
obedience to the commands of his master. 

Nowadays, business men have found that fear can best 
be overcome by educating the employee not to be afraid. 

Fear, or timidity, or whatever you may call it, is often 
based upon a lack of knowledge of the goods or the service 
to be sold. 

If the salesman knows that he knows more than the 
customer does about the goods, he is not likely to be 
afraid. 

Sometimes, fear comes from a lack of confidence in the 
house or the goods. In that case, the salesman needs to 
be “‘sold.” 

And, very likely, the most frequent cause of fear is 
born of the lack of a feeling on the part of the salesman 
that the goods he is selling are just as good for the buyer 
to buy as they are for him to sell. In other words, he 
needs to grasp the idea that he is rendering the customer 
a service when he sells him the goods. 

Old-fashioned managers, who attempt to manage men 
by frightening them, cannot attract strong men into their 
organizations, because strong men are not afraid. They 
decline to be frightened. So, such managers lose the 
opportunity to gain the services of many strong men who 
might help them build for permanent success. 

In the end, such a policy, like every policy which is 
wrong, defeats itself, and brings lasting injury to those 
who attempt to apply it. The manager who proceeds 
upon such lines becomes cynical, hard, sour. 
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He ruins his life while he is ruining the lives of others. 


€€éet 


AVE you ever tried to spend an evening alone in a 
room without books, without newspapers, without 
music ? 
All alone, with nothing but your thoughts to amuse you 
or instruct you? 
Try it sometime. 
know yourself. 
When I am traveling, I often look over the men on the 
train and in the hotel lobbies, and I can pick out in- 
stantly those who have something on their minds besides 
They are able to sit quietly in one place for 


The experiment will help you to 


their hats. 
an hour! 

The fox terriers are bobbing in and out of the smoking 
room, alternately chewing gum and lighting cigarettes, 
trying to flirt with the girls, and telling smutty stories. 

Walk into the day coaches and you'll find nine-tenths 
of the people eating or sleeping. I don’t know why it is, 
but a few hours’ leisure seems to mean only two things to 
the average day coach rider—eating and sleeping. 


The great things of the world are done by men who 
have large resources within themselves. Most big men 
have been lonely men—lonely in the sense that they did 
a lot of silent thinking. They did not think with their 
mouths, nor with their lungs. 

It is not recorded that Abraham Lincoln ever bored 
himself any yet he spent a great deal of time alone, 
apparently doing nothing—except thinking. 

A barber once asked Daniel Webster how he wished 
to be shaved, and that man answered, “In silence !”’ 


The world wants your ideas, your thoughts, your con- 
clusions, and will pay you handsomely for them if they 
are new and original. 

Dig down into the corners of your brain. Turn over 
the top soil. 

A quiet evening spent alone with yourself may reveal 
a gold nugget, or possibly a diamond. 


€€ € 
EOPLE who deal with the passing public learn to 
size up their customers quickly. On changing trains 
in Chicago, C. H. DeAcres, store director of one of the 
largest department stores in Cleveland, found he had just 
time to purchase a ticket and get a magazine. 

He walked up to the news stand and asked for a copy 
of a certain magazine. 

Not receiving it instantly, he repeated his request, add- 
ing that he was in a hurry. 

“The Twentieth Century Limited does not leave for 
ten minutes,” replied the young woman in charge. 

“How did you know I was going on the Limited?” 
asked Mr. DeAcres. 

“Men who know what magazines they want generally 
ride on the Limited,” was the answer. 

The young woman added that people who came to the 
counter in a vague state of mind, looked over all the 
magazines on display, and finally were led to make a 
choice merely by the attractiveness of the cover, were 
usually people who rode on locals, whereas those who 
knew beforehand what they wanted and ordered it in a 
man of decisive character 


business-like manner were 


whose time was valuable. 


VEN the young people of today can remember when 
no one thought of going to a dentist until he had a 
toothache. 

And yet today some of us are so well educated in cause 
and effect that if we have a pain in the knee we suspect 
that something may be wrong with our teeth. 

More tooth brushes are sold in the United States than 
in all the rest of the world. 

More dentists are practicing in the United States than 
in all the rest of the world. 


We are probably at least a generation ahead of any 
other nation in the matter of the attention which we give 
to our oral hygiene. 

One way to pick an American out of a crowd in a 
European city is to look at his teeth. We have the best 
teeth of any people. 

And yet— 

We are told that if a dentist could examine the mouths 
of every person in a theater tonight, he would find nearly 
everyone needing dentistry of some kind. 


An investigator reported at a recent meeting of a 
dental society that less than twelve per cent of the 
people of the United States employ a dentist or appreciate 
the importance of mouth hygiene. Examinations have 
revealed that there is an average of five cavities in the 
mouth of every American. 

These few figures show how large is the task before us. 
They indicate that when people are once aroused to the 
importance of a clean mouth and healthy teeth there will 
be a demand for dentistry that will put that profession 
on a 12-hour day. 

My own experience has been that half-yearly visits to 
my dentist are a matter of great economy. I mentioned 
this to him one day, and he told me that those of his 
patients who came in regularly for examinations spent far 
less money with him than those who waited for a tooth- 
ache to bring them in. 

But the money-economy of this mouth hygiene is the 
smallest factor. 

A neglected mouth breeds disease. 
have neuritis, rheumatism, and many common diseases of 
the stomach, kidneys, heart, and lungs—all caused, we are 
told, by infected teeth. 

Modern dentistry, without doubt, is the cheapest and 
most effective health insurance we can buy. 

€€é¢€ 
The fellow who says it is more blessed to give than io 
receive usually wants something for nothing. 


Millions of people 


To squander time is just as wasteful as to squander 


money. 
Success is largely a question of habits. 


We may not be able to break the other fellow’s record 
but we can at least try to break our own. 


A great man is one who can get people to change their 


minds. 
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WORKMAN 


commands high wages. Why waste 
his time and your money with inferior 
splicing materials. 


Give him Okonite and Manson Tapes 
and Okonite Cement to use and note 
the absence of joint failures. 


The use of these three insures joints which will be as strong 


electrically and as long lived as the insulated wire itself. 


Write for full particulars. 


THE OKONITE COMPANY 


Incorporated 1884 
PASSAIC, NEW JERSEY 
CENTRAL ELECTRIC Co.. Chicago, Ill, General Western Agents 


PettTincEeLL-AnpDrEws Co., Boston, Mass. 
Nove ty E ectric Co., Philadelphia, Pa. 
F. D. Lawrence Co., Cincinnati, O. 
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Hired His Customer 


HAVE a very good customer in an 
industrial organization which has 
quite an extensive amount of electrical 
apparatus to maintain but which had 
gotten in bad working order due to his 
inability to obtain a maintenance man 
to come to work in the plant which is 
located in a somewhat isolated spot. 
The superintendent realized the 








ANOTHER DIOGENES 


situation and condition of his equip- 
ment, and, as I made my monthly 
calls, he would always inquire why I 
had not located a man for him. 

I always had the situation in mind, 
but until about a month ago was un- 
successful in locating a man that I 
felt safe in saying would not only 
care to live in the locality but who 
would also be capable. 

Well, the superintendent hired the 
man I finally recommended. He has 
been there a month and is getting 
things started along the proper chan- 
nels which, of course, have necessi- 
tated the purchase of additional elec- 
trical equipment. Naturally, I was 
entitled to the business inasmuch as it 
through my efforts that the 
proper man was located. Now I feel 
sure that my future sales to that com- 
pany will increase very rapidly. 


Earl H. Hamblet. 


was 
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Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


We Will Pay $5.00 For Every Letter Published 


ema 





Barnum Was Right 


HIS little story is not how I 

landed an order but tells how a 
motor sold and installed was kept 
sold. 

It happened in a little town in cen- 
tral Pennsylvania and after the storm 
had passed over I laughed for two 
days. 

A dealer upon whom we called had 
complained that a motor he had sold 
and installed in a blacksmith shop 
was running far above its rated 
speed. He was so sore he wouldn’t 
allow any salesman to examine the 
motor. I finally had him go himself 
and give it the once over. In about 
half an hour he returned to the shop 
smiling and said: “Well, Bill, I fixed 
it up O. K.” 

I asked him the cause of the trouble 
and he told me that the blacksmith 
had removed a 20-amp. fuse and re- 




















BriacksmitH Dipn’t Know Mucu 


placed it with a six-amp., and as soon 
as he put in a 20-amp. again the 
motor slackened up to its rated speed, 
or he put it: “That darned 
blacksmith doesn’t know what it 
means to monkey with our work.” I 
suppose Barnum was right. 


Wm. T. O'Donnell. 
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Helping The Other Fellow 
find that it pays to help the other 
fellow, for then he feels more like 

helping you. Have an interest in your 
customer and his business. To illus- 
trate my point I relate the following 
incident: 

One of my ‘‘customers-to-be” was a 

new man in the electrical supply busi- 
ness. He had just purchased the 
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store, was inexperienced as to buying, 
store arrangement, selling, and, worst 
of all, had but little experience with 
bookkeeping and billing. 

Luckily, I had enough knowledge of 
bookkeeping to proffer some valuable 
suggestions and offered to spend sev- 
eral hours during evenings or on Sat- 
urday afternoons to assist him in 
starting right. 

He accepted my offer and I spent 
three or four hours’ time giving him 
hints and showing him forms I had 
obtained at a stationery store—mostly 
loose-leaf blanks. 


He followed most of my suggestions 
and consequently was very grateful 
for the interest I displayed in his 
business. As a result, he favors me 
with most of his orders. In this way 
I Janded the “‘orders.” 

J. E. Callaway. 
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A Merry Christmas 


and a 
Happy New Year 
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: ‘ 
: : 
: : 
: : 
: : 
= c 
om me 


in these coming holidays that measure of joy and satisfaction 
which comes of a year of prosperity and work well done. 


Of the new year, we can see only added prosperity, a continu- 
ance of the spirit of cooperation which in the past has worked 
so advantageously to our mutual benefit, and an opportunity 
to increase sales and profits by renewed efforts on your part. 
We wish you all a Merry Christmas and a Happy New Year. 


LUMINOUS UNIT COMPANY 


Division of The St. Louis Brass Mfg. Co. 
ST. LOUIS, U. S. A. 


BRANCH OFFICES: 


New York Boston Atlanta Cincinnati Chicago 
Detroit Kansas City Minneapolis New Orleans Philadelphia 
Pittsburgh Seattle Los Angeles Denver 


Northern Electric Co., Ltd., Canadian Distributors 
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O THE OTHER PEDDLER: 
ix Any old town. 
Pullman chair gossip says: 

A large rubber has so 
many tires in stock and so many sold 
that they are unable to collect for, that 
within the past sixty days they have 
discharged seven hundred (700) of 
their office employees. 


company 


Two large sugar refining companies 
had a scrap a few weeks ago for the 
control of the sugar market and one 
lost six million dollars ($6,000,000). 

These are only two instances of 
the things we are hearing of daily. 

Salesmen for other companies are 
making broadcast assertions that their 
bosses have about fifteen cents’ worth 
less than no brains at all—that their 
sales policies are shortsighted—that 
they are crooks, robbers, and profiteers, 

There is no use kidding each other 
or ourselves. Business conditions are 
in a heluvafix and a lot of guys that 
haven't done any work for about two 
years past have turned Bolshevik and 
are trying to make everybody believe 
that the country would have gone to 
the dogs long ago had they not been 
on the job. 

Now, a fellow who isn’t a_high- 
brow salesman, or an Ambassador of 
Commerce, but just a regular peddler 
who has no office hours and isn’t afraid 
to admit that he works for a living and 
don’t object to getting up before 
breakfast and staying on the job un- 
til after supper can make a lot of 
mighty good friends among his cus- 
tomers if he will just try to keep his 
mental balance and pretend, to himself 
at least, that he is really a business 
partner of his customer’s and try to 
be of some real assistance to them in 
making some money during this period 
of reconstruction and helping to can 
all this anarchistic stuff, may still have 
his job’ this time next year. 

Oh, sure, I know you've read this 
kind of dope before and so has the 
other fellow, but what are you going 
to do about it? 

R. A. Day. 
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E passed from the smoker up 

into the day coach, Johnny 
Kirk and I. Johnny Kirk was 
known everywhere as the livest sales- 
man in the middle west. Johnny’s 
forte was right action under fire. He 
always executed the master stroke in 
an emergency. Whenever a _ good 
thing hung in the balance Johnny 
was summoned to carry the message 
to Garcia, and bring back the bacon. 
And Johnny delivered the goods. 

I’m one of the best tipsters in the 
big show; half brother of the cabaret 
cloak girl. Whenever there’s anything 
lying around in the way of a helpful 
hint that will make the kopecks clang 
in the coffers, I’m little Tommy Open- 


Eyes and Big-Ears. So I considered 
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“Open the door, fellows, while I throw 
my chest out.” W. S. (Bill) Burr, high- 
voltage power apparatus specialist of the 
Western Electric Co., Cincinnati, O., is 
one of these burrs that stick to you un- 
til you pull them loose—or buy. Did 
you ever walk through a country field and 
have a lot of burrs stick into your 
pants and prick you in the—leg. Well, 
that’s the way Bill Burr sticks at his 
customers till they buy. 

















it a privilege to do two hundred odd 
miles with Johnny on the Chew-Chew 
train of the Q. E. D. 


But Johnny denied me even a peep 
at his adequate system of ways and 
means. As we neared our destination, 
I realized that Johnny had nothing 
for me in the smoker except cigars, so 
I proposed that we move up into the 
day coach. We went. There, I sat 
gazing out the window. Johnny oc- 
cupied the seat next to the aisle. The 
train stopped. Passengers left, others 
piled on and hurriedly found seats. 
The last to come up the aisle was a 
young lady. When she arrived op- 
posite us, the train gave a sudden 
jerk, and she toppled over backwards. 
But quick as a flash Johnny’s arm shot 
across the aisle and his hand gripped 
the arm of the seat opposite. The lit- 
tle lady was saved a nasty fall. 

Here was Johnny Kirk in action. 
This extraordinary feat, this doing 
absolutely the right thing on the 
spur of the moment, amazed me. But 
was this not exactly the type of thing 
that had achieved for Johnny Kirk 
the reputation that he enjoyed, name- 
ly, the ability to perceive a situation, 
instantly form a judgment, and act at 
the critical moment in precisely the 
way one would act only after mature 
deliberation. Doing absolutely the 
right thing, in the right way, at the 
right time, that was Johnny Kirk. 
Then there flashed through my mind 
the stories that had reached me of 
what Johnny was doing here, there 
and everywhere among the trade. And 
I realized then why “Johnny on the 
spot” was the model held up before 
cub salesmen by ambitious and pepful 
sales managers; why Johnny Kirk was 
cited far oftener at conventions than 
They all told us what 
Johnny had done, but never once ex- 
plained to us the thing we wanted to 
know; namely, what there was in 
Johnny Kirk that enabled him to do it, 
and was it a thing that could be culti- 
vated by the rest of us? “Tis a gift,” 
I concluded. Then I turned to Johnny 


any other man. 
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Take the Path of Least Resistance 


“T & B” Fittings Are Well Known, Well Advertised and Easy to Sell 


Our New Catalogue No. 27 Shows Many Others 






“Squeeze” Connector 





1245 Conduit Reducer 






Malleable Pipe Strap 





Adjustable Conduit Hanger 
Lakin Hickey 








“Bulb” Tee with Brass Floor 
Coupling 








Split Elbow 








Cable Box No. 556 


Pat. Apr. 1-13 
Note the splendid finger grip, 
and collar around base to 
close hole in box. 





Shutter No. 549 





Bushed Elbow with Brass Floor 
Coupling 





Cable Box with “Shutter” 
Split Tee No. 52151 Attached “Erickson” Coupling 


THOMAS & BETTS COMPANY, NEw YORK CITY 
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Kirk and asked, “Johnny Kirk, will 
you tell me, how it is that you had 
presence of mind enough to reach out 
and save that woman as you did. I 
see now that it was the only thing to 
do. But I couldn’t have thought 
quickly enough to have done it. Will 
you explain to me exactly how you 
were able to reach out as you did 
without warning, and save that woman 
from a nasty fall?” 

“Sure,” said Johnny, “that’s easy. 
You see I’m always conjuring up sit- 
uations. Always imagining how I 
would act in the presence of certain 
emergencies. While you were after 
that drink a moment ago, a fat woman 
wobbled down the aisle, laden with a 
cargo of bundles. And then I imag- 
ined exactly what I would do in case 
that woman slipped. I concluded that 
the logical thing to do in that emer- 
gency would be to reach out quickly 
and grasp the arm of the opposite 
seat, and thus break her fall. So con- 
sequently when this lady slipped a 
moment ago, the common sense thing 
for me to do was merely to put into 
practice the plan of action that I had 
previously doped out.” 

“It’s a simple thing, sure,” said 
Johnny Kirk, “lots of people would 
laugh at me, I suppose, if they knew 
I spend a lot of time doing that sort 
of thing. But I get out of it a lot of 
fun. Yes—” 

“Yes,” then I added to myself, “‘be- 
sides a lot of fun you get the thing 
that makes Johnny Kirk the Man Re- 
markable.”” For Johnny Kirk had 
cracked for me the nut too hard, and 
given me a taste of the meat thereof. 
And the simple secret of his success 
was now mine. 


€€ée 


. OW I'll tell you exactly what I 

will agree to do,’ assured a 
prospective buyer to a young sales- 
man. “It is rather obvious that I can- 
not give you any business this trip, 
but I believe I can give you some en- 
couragement. When you get back to 
headquarters have a rubber stamp 
made requesting that your material be 
shipped. You understand, then, when 


I send an order to the jobber specify- 
ing material in your line, I will stamp 
it as you have the stamp made, and 
that will, of course, be a request for 
your goods.” This sounded mighty 
good to the young man and with a 
hearty “thanks” he made a smiling 
exit. 

Four months later found the sales- 
man entering the door of Mr. H., the 
customer. “Glad to see you,” the lat- 
ter said, ‘““you have been away quite a 
while, have you not?” A conversa- 
tion followed but was interrupted 
when Mr. H. questioned, “What about 
that rubber stamp requesting ship- 
ments of your goods. Did you forget 
to have it made?” 


“T surely did not,” was the answer, 
“and I’m going to explain why. In 
the first place I thought it over and 
came to the conclusion that at present 
it would be a rather selfish move on 
my part, for this reason. You un- 
doubtedly know during these abnormal 
times jobbers find it rather difficult 
to secure good stocks, and contractor- 
dealers have realized that specification 
of certain manufacturer's products, 
has resulted in delays and back or- 
ders. If no particular make was 
specified a better shipment would be 
the result. For that reason, many 
orders have gone in with just the 
description of the article but with no 
request for a certain make. That 
really is my answer, Mr. H., because 
if I had had the stamp made and you 
would have used it, probably the job- 
ber, not having our particular make in 
stock, would have back ordered rather 
than substitute. I thought it best to 
wait until things began to adjust 
themselves, and then, believe me, I will 
waste no time in having the stamp 
made.” 

This naturally impressed Mr. H., 
and the result is—more business. 

Calder C. Downie. 


€e€ée 
NE day I dropped into the office 
of one of the biggest buyers in 
the East, one of the purchasing agents 
for a corporation manufacturing rail- 


way equipment. After talking with 
him for some time on the matter at 
hand, I glanced up at the clock and 
noted that it was precisely eleven 
o'clock. ‘Eleven o'clock,” said I. 

“Eleven,” he smiled, laying aside a 
pile of correspondence that he had 
just picked up. “Eleven o’clock al- 
ways reminds me,” said he, “of an ex- 
perience I once had with a salesman. 

“I meet a lot of salesmen in the 
course of a season, so I often have to 
tax my brains to devise schemes for 
getting rid of them. I remember this 
fellow in particular, and he has a nice 
one on me if he only knew it. He 
came into my office one morning about 
nine, and began. He talked a straight 
streak running. 

“Now I had arranged with my 
stenographer a rather clever scheme, 
so I thought, for getting rid of sales- 
men. When I pressed the buzzer 
three times with my foot, she was to 
come in and say, ‘Pardon me, but Mr. 
Jones (our vice-president) wants to 
see you in his office at precisely (and 
she was to name the nearest hour). 
The plan worked to perfection. I 
had an excuse then for dismissing my 
man without hurting his feelings. 
This particular man had made me 
particularly tired on this particular 
morning. I had a lot of things that 
needed immediate attention. I wanted 
to squeeze out, however, without 
offending the fellow, so I proceeded to 
press the buzzer with my foot twice. 

“In accordance. with arrangements 
Miss Smith entered. 

“ “Mr. Jones wants to see you in his 
office at eleven o’clock sharp!’ 

“Then I felt cold chills run up my 
spine. And realizing that I was in 
for it, I made up my mind that I 
would play the game through like a 
good sport. 

“The trouble was this, Miss Smith 
had glanced quickly at the clock, 
when she had heard the buzzer sound, 
and in her haste she had misread the 
time. It was only fifteen minutes of 
ten, whereas she, in her haste, had 
taken it to be fifteen minutes of 
eleven.” 
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next one you hear. 


ELP us make this department of maximum interest. 
| about the boys in the trade. If humorous—so much the better. 


We want true stories 
Send in the 
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IF IT’S PARANITE IT’S RIGHT 
LAMP CORD 


Lamp cord is one item in the jobber’s long list of 5000 products that can 












always be relied upon to produce consistent profits; for the volume of 
sales does not vary with the season—it is a live item every day in the 
year. 


Paranite is regarded everywhere as synonymous with highest quality, at- 
tained through 30 years of painstaking endeavor to make sure that every detail 
is correct. As a result a lamp cord has been produced that is better than code 
requires. 


Paranite lamp cord is conveniently contained in packages of 250 feet each, 
which are in turn packed in standard cartons of 1000 and 1500 feet. You can- 
not go wrong in pushing Paranite. 


Indiana Rubber & Insulated Wire Co. 


Factory and General Offices, 
Jonesboro, Ind. 


Chicago Offices: 210 S. Desplaines St. 
New York Offices: 63 Vesey St. 
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The following data and sales statis- 
tics were taken from an address deliv- 
Nodine, advertising 

manager of the 
Electric Vacuum 
Cleaner Co., Inc., 


ered by A. C. 


Household 
Device Market 
Cleveland, O., 


before the recent convention of the 
Iowa State Contractor-Dealers’ Asso- 
ciation. There is a wealth of informa- 
tion in his paper and it is well worth 
the time that any jobber’s salesman 
spends in studying it. Jobber’s sales- 
men could also work out a scheme of 
advantage and benefit to themselves 
and their dealers by filing or tabulat- 
ing the statistics and figures presented 
in this and other articles appearing in 
this department, 

As a result of the data collected in 
a recent survey we can make the fol- 
lowing statements and deductions: 
There are 11,250,000 homes in the 
United States reached by central sta- 
There are 6,250,000 homes 
wired for electricity. There are, 
therefore, approximately 5,000,000 
homes that are reached by central 
station lines that are not yet wired. 
In other words, electrical energy is 
right at the door of these homes and 
is not being utilized for lighting, for 
washing, for cleaning, for ironing, for 
cooking or for dish washing. Here is 
a vast immediate field for the alert 
contractor-dealer. During the next 
few years he shall undoubtedly have 
installed electricity in at least half of 
these 5,000,000 homes. 

There are a total of 14,000,000 
homes in the United States yet to be 
wired and only 5,000,000 of these 
homes are reached by central stations. 
That means that there are 9,000,000 
homes out of a total of about 20,250,- 
000 that are not reached by central 
This is. a more extensive 


tion lines. 


stations. 
field, therefore, for development, in 
the establishment of/central stations 
and in pushing thgir lines to these 
homes, than the one above described 
that is itmmediately before the elec- 
trical contractor-dealer in wiring those 


ertinent Sales 
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Facts and 


Figures 


Lis 





already served. The total number of 
electrical customers in the state of 
Iowa is 140,000. The total number 
of lowa homes wired is 107,000. The 
total number of homes reached by cen- 
tral stations is 176,000. There are, 
therefore, 69,000 homes in Iowa 
reached by central station current that 
are not yet wired. This is an imme- 
diate potential market for Jowa elec- 
trical contractor-dealers. 

furnish a_ back- 


These __ statistics 


ground for our discussion of household . 


devices and show how far the manu- 
facturer and dealer can go at present 
in supplying these products to the 
American public. 

In approaching more specifically 
the subject of household devices, it is 
interesting to know exactly what prog- 
ress manufacturers of principal appli- 
ances have made during the past few 
years. We will, therefore, giv: the 
total gross sales in various depart- 
ments of the electrical appliance in- 
dustry. The volume of _ business 
quoted in these lines is based on list 
values not on wholesale discounts. 

FIRST :—Total gross sales of elec- 
trical heating devices in: 

1909 were $ 1,500,000. 


1914 “ 3,500,000; 
1917 “ 7,000,000. 
1918 “ 10,000,000. 
1919 “ 18,000,000. - 


1920—Running at a rate of from 
$25,000,000 to $30,0000,000. The 
rate for the year having been checked 
decidedly up to the present time by 
lack of production facilities. In this 
field the largest single item has been 
and still is, the flat-iron. The esti- 
mates for this year being 2,250,000 
with list price of $17,000,000. 

SECOND:—SALES OF ELEC- 
TRIC VACUUM CLEANERS. 

1914—$1,300,000. 

1918— 11,000,000. 

1919— 20,000,000. 

1920—Estimated at from $30,000,- 
000 to $40,000,000. Sales statistics 
are not available in the vacuum clean- 
er industry from 1914 to 1918. The 








proportionate sales of one representa- 
tive manufacturer in this industry, 
however, are available and are shown 
graphically by this chart. You will 
note that the sales volume fell off in 
1917 and °18. The entire industry 
was curtailed during these years thru 
war priority rights on raw materials. 


THIRD:—SALES OF WASH- 
ING MACHINES. 
1909—approximately $ 225,000. 
1914— * 1,000,000. 
1918— a 25,000,000. 
1919— “ 50,000,000, 


1920—estimated at from $75,000,- 
000 to $100,000,000 representing the 
sale of 700,000 machines. 

In the first group; namely, heating 
devices, the flatiron has been the most 
dominant factor, but the electrical 
range is apparently on the eve of a 
marked increase in sales volume. The 
total estimated range sales of alli 
manufacturers for the year 

1919 was $ 25,000,000. 


1920 50,000,000. 
1921 75,000,000. 
1922 100,000,000. 


How far this ratio might be carried 
is, of course, problematical, but it’s 
reasonable to assume that with the 
coal shortage and the gas shortage in 
many cities, it will extend at least to 
the year 1922. 


These figures must show conclu- 
sively to any fair-minded analyst that 
every branch of the electrical house- 
hold appliance industry has had a most 
phenomenal growth. How long the 
present rate in growth and expansion 
will continue is impossible to state, 
but from these statistics above given 
showing the vast number of homes 
that are not yet even covered by cen- 
tral stations, it appears that the indus- 
try is only well started. The future 
looks most optimistic and appears to 
justify every claim for it. 


We have recently received other 
very interesting statistics from 
Mother’s Magazine. The compiler of 
these statistics states, that as a result 
of extensive investigation, there are 















ER's fA] SALESMAN 


“Sy SO eee Bas by si SO. ek ga 7 eae =. 
é Weeesy a se 2 res Bevin. ‘6 «Fee Se 


Mes 5 
8 












































LORS fF ZT 2 
5. A PCLS erry efter! \ 


oes 






Are your dealers 
alive to the opportunities 
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of school ‘room lighting? 


The agitation for better lighting in the school room 
means money-making opportunities for the electrical 
contractor and jobber. The demand for an evenly 
distributed, glareless light is completely met by Den- 
zar—the Unit of Day Brightness—which not only fur- 
nishes the quality of illumination required, but actu- 
ally gives better light for less money. 


The success of Denzar for school room lighting is un- 





“ questioned. Many of our modern high schools and 
o colleges have already installed them and pronounced 
them eminently satisfactory both from the standpoint 
™ of efficient illumination and attractive appearance. } 
at Check up with your dealer customers the lighting ——<—<—— 
- conditions in their local schools. The business is wait- 
st ing for them, and you have the opportunity to help 
he them get these worth-while orders. 
on 
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only two principal markets for House- 
hold Devices in the United States. 

FIRST—The Metropolitan or large 
city market which embraces 66 cities 
of 100,000 population and over. ‘lhe 
total population included in the mar- 
ket is 33,000,000. 

SECOND:—The small town mar- 
ket. This market comprises 14,535 
incorporated towns under 5000 popu- 
lation, and, with its closely adjacent 
rural districts, represents a population 
of 60,000,000—much over half the 
total population of the United States. 
The other market, constituting the 
third field, is a scant 10,000,000 and 
includes cities from 5,000 to 100,000 
population. 

By far, the larger population of 
your own state, is in the second divi- 
sion; that is, the small towns and rural 
districts. In fact, according to Suc- 
cessful Farming magazine, published 
in your state, 64 per cent of the total 
trade of Iowa is from small towns and 
rural districts. Some eleventh hour 
information, which I have just re- 
ceived, shows 43 towns in Iowa with 
a population of 2500 to 5000 popula- 
tion, 42 of which are served by cur- 
rent. There are 114 towns in Iowa 
with 1000 to 2500 population and 113 
of these towns are served by central 
stations. There are 212 towns in the 
state with a population of from 500 to 
1000 of which 181 are served by cen- 
tral station current. And, finally, 
there are 442 towns of under 500 
population and the surprising number 
of 228 of the towns, even of this size, 
are served by central stations. 

Further investigation has revealed 
that 81 per cent of all incorporated 
towns of the United States of 5000 
are being served by Central Stations. 
Ninety-one per cent of all Iowa towns 
from 500 to 5000 are served. This, 
therefore, is the big potential market 
for the Iowa electrical contractor- 
dealer. 

There is another rapidly developing 
market in the agricultural states in 
which Iowa is one of the foremost. 
That is the market resulting from th: 
installation of farm lighting plants. 
The latest statistics available show 
that 340,000 farms in the United 
States are being served by these 
power plants, 18,700 of which are in 
the State of Iowa. Many of these 
plants generate a current of 32 volts 
and the field is increasing so fast that 
most manufacturers of household de- 
vices are equipping their products 


with motors wound for operation on 
this voltage. You would do well to 
study this market carefully and to 
stock a small volume of the better 
known devices available for faria 
lighting plant equipment. You have 
seen thus far the general electrical 
field, both developed and undeveloped ; 
you have seen what manufacturing 
companies are doing in supplying the 
present household appliance demand. 

Now regarding the present condi- 
tion of the market for household ap- 
pliances, Babson’s Statistical Bureau 
reports that the electrical business as 
a whole (and in the appliance branch 
of it in particular) the rate of growth 
has been so rapid that it indicates no 
approach to saturation in this field. 
And, therefore, even if there should be 
a marked change in general conditions 
and a falling off in demand for sta- 
ples, it is entirely probable that such 
a condition would only be reflected in 
the electrical business and particularly 
in the appliance business, by a bend- 
ing over of the curve. 

Another authority says of the future 
situation: “I believe that while the 
last 25 years covered a period of ex- 
traordinary invention and_ technical 
development, greater perhaps than 
will be equalled again in the same 
length of time, we now have entered a 
period which is going to be equally 
remarkable in the practical applica- 
tion of the electrical apparatus and 
appliances of all forms.” So much 
for the present and future outlook. 


Now some of the problems of the 
electrical dealer: Thru the experi- 
ence I have had in the electrical indus- 
try, it is my personal opinion that 
there are two problems or necessities 
greater than others which are at pres- 
ent before the representative electrical 
contractor-dealer. 

First: That he should install in 
his store or plant the necessary equip- 
ment to make his store a real service 
station for the efficient and immediate 
service of every electrical device 
which he sells. 


Second: That he should, thru a 
more complete working arrangement 
with his bank, thru a better cost sys- 
tem, thru a reduction of his over-head 
enhance his financial responsibility and 
therefore, his general trade credit. 
This might be done, too, by an ar- 
rangement to discount his time paper 
on installment sales of appliances so 
he, the dealer, would not be compelled 
to carry this load on his own capital. 








You are perhaps thinking that 
these things are easy to talk about, 
but often very difficult to accomplish. 
We fully recognize this fact, but they 
are real goals towards which the in- 
dustry should struggle upwards and 
are worthy of the most careful con- 
sideration by the electrical dealer in 
working out his largest usefulness to 
the entire electrical industry. 
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One evening, while waiting for a 
street car, and incidentally with a 
bad headache and rainy-day disposi- 

tion, Charles 


Your Valued Henry Mackin- 
Favor tosh of the La 

Salle Extension 
University, Chicago, concocted the 


following little ditty which is designed 
to depict the not unusual business let- 
ter of the office clerk in answering an 
inquiry regarding shipment: 


“YOUR VALUED FAVOR” 


“Your valued favor of even date 

Has come to hand. In reply, will state 

Our records show that the goods 
whereto 

You refer were shipped by the B. & U. 

We regret to learn they have been mis- 
placed 

And will state that will promptly have 
them traced. 

You realize, of course, that we 

Make all our shipments F. O. B. 

And so cannot assume the blame 


For failure to deliver same. 
Trusting this unforseen delay 
Won’t inconvenience you; will say 


We thank you for, and appreciate 
Your valued favor of even date.” 


—Charles Henry Mackintosh 


How many letters have you seen 
that sound like this? They are ground 
out every day of the year like so many 
little Fidos out of a sausage machine. 
Why do jobbers lose customers? Be- 
cause buyers receive too many of these 
stereotype letters with such cold, 
meaningless phrases. 

And it isn’t only the clerk that is 
committing these “crimes against — 
themselves and their houses” we might 
say, for oftimes the salesman unthink- 
ingly writes an epistle smacking of 
this same tenor. 


Such letters only re-act against 
their writers. A letter personifies the 
writer and a letter like the above 
doesn’t raise a salesman’s or sales cor- 
respondent’s stock very much above 
par. Mr. Mackintosh’s pet peeve is 
“Better Letters.” Why _ shouldn’t 
everybody take this subject to heart 
and see that they write “Better Let- 
ters?” 
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The Last Word In 
ELECTRIC IRONERS 


Entirely Automatic 








Automatic Control— = - ay i... Collar and Cuff 
No Hand or Foot BY ae Attachment 


Levers. 
Four Pesition Shoe 


Two Speed Roll. 
Direct Drive, Beltless 


Self Aligning Shoe 
Light Weight 


Large Swivel Casters 
Easy to Install 








__-The 100 per cent Ironer——. 


Read the specifications—They offer material 
for the most compelling sales talk ever 
given on an Electric Ironer. 





“When Better Machines are Made, 
Hurley Will Make. Them” 


HURLEY MACHINE CO. 


NEW YORK CHICAGO TORONTO 
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Credit Men Hold 
Excellent Meeting 

The spirit of fraternalism, friend- 
ship, and good fellowship, so charac- 
teristic of the electrical industry, 
seemed to be the predominating ele- 
ment in the twenty-fifth annual meet- 
ing of the Electrical Credit Associa- 
tion of Chicago, held in the Congress 
hotel on Thursday and Friday, De- 
cember 9 and 10. To put it in slang, 
the meeting was a “whiz” from start 
to finish, made so by the ubiquitous 
Frederic P. Vose, able secretary of 
the association, to whom much credit 
is given for the progress of the E. C. 
A. The morning of the first day was 
devoted to routine business matters, 
while in the afternoon the assembly 
was addressed by speakers of note on 
momentous subjects. The talks which 
seemed to precipitate the most com- 
ment were those of Charles Henry 
Mackintosh of the LaSalle Extension 
University, Chicago, on “Better Let- 
ters’ and the remarks of John E. 
Gregory of the Ocean Accident & 
Guarantee Corp., New York City, 
about “Credit Insurance,” a compara- 
tively new form of surety designed, it 
seems, to protect sellers from financial 
on sales of goods to 
through the buyer's becoming insol- 
vent, using fraudulent methods, etc.. 
or any circumstances which would pre- 
vent his remitting. Mr. Gregory held 


loss buyers 


a question box session after his ad- 
dress, in which the credit men eagerly 


partook. At luncheon on that day the 








credit men were the guests of the 
Kiwanis Club of Chicago where they 
heard a talk by Professor L. W. Webb 
of Northwestern University on “‘Prac- 
tical Psychology.” A sumptuous ban- 
quet was spread in the evening which 
proved to be the feature event of the 
convention. After the credit men had 
satiated their appetites, General Chas. 
G. Dawes, President of the Ceniral 
Trust Co. of Illinois and, during the 
war, in charge of all purchases of sup- 
plies for the American Expeditionary 
Forces, told how taxes could be re- 
duced by the elimination of govern- 
mental waste. He emphasized strong- 
ly that through the forgetting of petty 
pride in position and authority (and 
consequently co-ordination) on the 
part of the President’s cabinet and~ 
other national officers, a reduction by 
half could be made in the taxes levied 
on the individual and the corporation 
in the United States. He said that 
the unwillingness in the human being 
to accede to the opinion of another, is 
as harmful as disgraceful. To illus- 
trate his point he presented an amaz- 
ing analogy by comparing the wnwii- 
lingness of allied officers during the 
war to unite under a common command 
to the obstinacy of government officials 
in co-operating with their leader, the 
President. In short, the substance of 
his talk was that the present high 
taxes are uncalled for and could be re- 
duced if governmental waste were 
omitted. Many of the principies he 
set forth could be well adapted to our 








It seems that when credit men put on a party they do a good job of it. 
picture is a view of the banquet held by the Central Division, Electrical Credit Associa- 
tion (née Electrical. Credit Association of Chicago) during their meeting on Dec. 9 


and 10. 
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The above: 


The “feed” took place in the Gold Ronm of the Congress Hotel in Chicago. 





industry. The address was much like 
that of a political Bill Goodwin. Tlic 
general’s talk was impressive to say 
the least. Sentiment commanded its 
share of the evening when Frederic P. 
Vose, secretary-treasurer of the Asso- 
ciation was presented with a magnifi- 
cent chest of silver by the members 
in recognition of his untiring services 
and loyalty to the cause. Friday was 
devoted mainly to addresses on credit 
conditions and methods and open dis- 
cussions on topics of common interest. 
The meeting adjourned with every 
member feeling as though something 
had been accomplished after 25 years 
of endeavor and that this had been one 
of the most successful, instructive and 
progressive meetings the E. C. A. has 


ever held. 
€ €€ 


Peterson Electric 
Company Reorganizes 
Announcements are being mailed 
proclaiming the reorganization of The 
Peterson Electric Co., Madison, Wis. 
The concern will hereafter be known 
as The Electrical Merchandising Co., 
and will have its general offices and 
warehouse at 113 Washington build- 
ing, same city. The announcement 
says that the new company is an or- 
ganization of electric specialty mer- 
chants with the same policy as before 
but with additional facilities for serv- 
ice. The purpose of the company is 
to operate a chain of retail electrical 
stores in all principal cities in Wis- 
consin and to carry in stock every 
electrical appliance ‘from A to Z.” 
Jos. V. Guilfoyle, recently of the 
Apex Electrica) Distributing Co., Chi- 
cago territory, is sales manager. 


€e€ée 


Goodwin Talks Before 
Chicago Electric Club 

At the weekly luncheon of the Elec- 
tric Club of Chicago held on Tuesday, 
November 30, W. L. (Bill) Goodwin 
delivered what was expressed by his 
audience as one of the best talks he 
has ever delivered. It was entitled: 
“Why Co-operation—as Answered by 
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Quality of Product 


4 Rugged, resists denting and chipping—fin- 
ished in porcelain enamel that will not dis- 
color with heat and which maintains its 
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Flexibility — 


Are You Making the Most 
of these MBolite Features ? 
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Less stock to handle 


Stock investment cut by about two- 
thirds due to ABolite Interchange- 
ability. 


A copper-clad clamp spring 
holds the ABolite in place in the 
holder socket. Just compress 
this spring to install the ABolite 
or to remove for cleaning. 





ABollites are easy toinstall-eowts 
© for cleaning 
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original high reflecting efficiency. 

















Distributors in all principal cities 
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replace — cosy To remove for cle 2 
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Sockets changeable by 
loosening one screw 


Change to any socket you wish—keyless, 
pull-chain or Shurlok—by loosening 
only one screw which holds the lower 
part—lamp holder, to the upper part— 
the adapter, in which all permanent wire 
connections are made. Socket of P&S 
standard design—can usually be secured 
locally. 
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Manufacturers of 


ADAM S- BAG N ALL ELECTR IC CO. ABOLITE REFLECTORS—Four types of reflectors: 
CLEVELAND 


RLM, Shallow Dome, Deep Bowl and Angle Bowl— 
furnished interchangeable with three types of hold- 
ers and three additional types of one-piece neck 
construction—for Industrial Plants, Sign Illumina- 
tion, Show Windows, Roadways, Sidewalks, Yard- 
ways, Garages, etc. 





Small Motors—Gyrofans 
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the Goodwin Plan,” and certainly did 
justice to its title. One of the big 
facts that Mr. Goodwin brought to 
the attention of his listeners was that 
four years ago the industry did a 
$600,000,000 business on a $14,000,- 
000,000 invested capital and that in 
1920, through the co-operation be- 
tween various branches that has been 
affected in the interim, the business 
done bids fair to reach the $8,000,- 
000,000 mark. Mr. Goodwin stipu- 
lated that the average net profit real- 
ized by concerns in the electrical 
industry in the last four years has 
been only about three per cent which 
is far below the net profit in any 
other industry that might be named. 
He also predicted that in the next 
five or 10 years the business done by 
the electrical industry will amount to 
between 10 and 14 billions of dollars. 
He further brought out the figurative 
point that there is too much “passing 
of the buck” in the electrical industry 
and that the industry would fade out 
and die an ignominious death if there 
was not a more increased tendency on 
the part of the various branches to 
function in their own respective, pro- 
per manner. He also brought out the 
point that more capital is needed in 
the industry and that the investing of 
money in electrical securities should 
first start with the individuals con- 
nected with the industry if they ex- 
pected to set an example for the rest 
of the public. Bill’s good 


many 











We don’t know who all these fellows are, but we know that they are part of 
a crowd of “regular guys” that attended a convention of jobbers’ salesmen and lamp 
managers at Camp Nela last September. We do know, however, that W. M. Skiff 
of the National Lamp Works, the big fellow on the right and boss of festivities, is 
author of the following poem which appears on his business card: 

My name is SKIFF! 
The second letter is K, not T. 
Think of a row boat or St. Lawrence skiff, 
Associations help wonderfully sometimes; 
My friends call me Shorty, Shoe String, 
Lengthy, Sliver, String Bean, or the Human 
Hairpin. Here’s hoping you’re a friend. 





trical Contractors and Dealers in 
South Bend, Ind., on December 1 and 
2, are expressing themselves as very 
enthusiastic over the outcome of the 
affair. The outstanding features of 
the convention were addresses by 
Alfred E. Martin of South Bend on 
“Credit”; Morse DellPlain, vice- 
president, Northern Indiana Gas & 
Electric Co., Hammond, Ind., on “The 
Contractor-Dealer and the Central 
Station’; A. L. Swanson, Evansville, 


frieuds in the “Windy City” were glad 
to see him again. 
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Indiana Contractor- 
Dealers Hold Meeting 

About 200 contractors, dealers, cen- 
tral station, telephone and_ street 
railway men and industrial plant and 
manufacturers’ representatives, who 
attended the annual meeting of the 
Indiana State Association of Elec- 





Ind., on “Electrical Contracting” ; 









a 





* 
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W. D. Yates of the General Electric 
Co., on “Standardization”, and A. A. 
Gray of Chicago on “Advertising.” 
On the evening of December 1 a ban- 
quet was held in the Rotary Room of 
the Hotel Oliver at which W. L. 
Goodwin was the attraction of the 
evening with his usual attention-com- 
manding talk. The second day was 
devoted to a motor trip to the Uni- 
versity of Notre Dame and a trip 
through the plant of the Studebaker 
Corporation, with A. R. Erskine, 
president of the company, as _ host. 
Samuel A. Chase of the Westing- 
house Electric & Mfg. Co. and Mr. 





os Goodwin’s able co-ordinate, was un- 
ee eae able to attend. 
ar a’ rs tes ? 

woe €€€ 





Oscar Avery, president of the Avery 


N. E. L. A. Publishes» 


-Loeb Electric Co., Columbus, O., likes to . 
’ Neat Christmas Folders 











get close to nature after a hot day’s work at the office so he bought a 80-acre 
tract of woodland upon which he erected a comfortable little bungalow where 
the kiddies could breathe in unpolluted ozone. Here is Mr. Avery out romping 
with his little family and pretending it is days gone by when he used to do the 
same thing as a barefoot farmer boy not far from this yery spot. 





The National Electrie Light Asso- 
ciation has produced a series of at- 
tractive dealer helps for Christmas 
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Were vou manufacturing linen collars, every man in the U. S. A. 
would be a possible customer. But you would put a buttonhole 
in the back of each collar. To fail to comply with the accepted 
standard would be to cripple vour sales. 


Maximum distribution is only obtained when a product is 
equipped to meet standard requirements. Any electrical device, 
from vacuum cleaner to soldering iron, is of limited value where 
the attachment plug provided cannot be used with the current 
outlets available. 


Already Installed, more than 51 Million Hubbell 
current outlets, of consistent standard design, will 
take this cap. Every machine equipped with the 
Hubbell Attachment Plug No. 5467, would be in- 
stantly available for use at any one of these 51 
Million outlets. In selling this plug, therefore, 
you permit your customer to avail himself of the 
consistent standardization which has been the key- 
note of Hubbell design for 15 years. 


And the quality? That’s Hubbell! 





SPECIALTIES 


CONN, U.S.A. 


ELECTRICAL 
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use. The little Christmas booklet en- 
titled “gifts,” artistically drawn up 
in three colors, merits particular note; 
while a less elaborate leaflet, captioned 
‘Electrical .Gifts—useful the year 
‘round,’ is also a handy piece of liter- 
ature for the dealer’s use. They are 
well worth the recommendation and 
distribution by jobbers’ salesmen to 
their dealers. They may be obtained 
at a cost far below that if printed for 
individual use. A space is allotted 
on each folder for the dealer’s imprint. 
€e€ée 

Turpin Defines 
Merchandising 

In an address given before the job- 
bers in their recent Cleveland meeting, 
M. C. Turpin of the Westinghouse 
Electric & Mfg. Co. very aptly defined 
electrical merchandising as _ the 
“Power to Persuade Plenty of People 
to Purchase at a Profit.” He called 
this the six p’s of merchandising. 


€¢€ 


Heater Sales Between 
415,000 and 450,00 

Estimates of the total production of 
portable socket air heaters for the year 
1920 reveal figures amounting to be- 
tween’ 415,000 and 450,000 which is 
against a production of 275,000 in 
1919. One large manufacturer points 
to the fact that his available surplus 
stock at distributing points has never 
been so large as at this time while 
others report low surplus stocks. Al- 
though the late entrance of cold weath- 
er is probably due to the slow move- 
ment so far the shortage of coal will 
probably very materially stimulate 








Here’s a part of the Bussmann army that attended the recent jobbers’ convention. 
In the center are Edward J. Bonswar, secretary of the Elliott Electric Co., Cleveland, 
and Fred J. Lafferty, vice-president of the A. T. Knowlson Co., Detroit, both Buss- 
mann fuse distributors; while on the left and right flank are, respectively, F. E. 
Lauderbach, sales manager, and H. J. Richards, Cleveland representative of the 
Bussmann Mfg. Co. Notice how Ed. Bonswar is feeling in his pocket where his 
Ingersoll is accustomed to resting. The hock shop in the background tells the story. 
From the wad of “jack” Fred Lafferty had in his pocket it would seem that Ed came 


out on the short end of their crap game. 
acting as moral support to both. 


Ernie Lauderbach and Herb. Richards are 





heater sales when the coal snap drops 
to stay. No price increase in the near 
future is contemplated among heater 
manufacturers at this time. 


€€€ 


Porcelain Conditions 
Slightly Improved 

Improved production conditions are 
reported among manufacturers of por- 
celain materials and it is said, manu- 
facturers are beginning to catch up on 
back orders. Less building construc- 
tion probably accounts for this to 
some extent though sales of knobs, 
tubes, cleats, etc., are holding up well. 








From the looks of the above it would appear that Barney Thielscher, of the Buffalo 
house of the Western Electric Co., is the mainstay of his organization, but Les Lyons 
of the New York office and Tony Savo of the Syracuse house say they were merely 
relying on him for “support” in the various contests in which all three partook while 
at Camp Nela last September. Barney ran away with a prize and Tony with a pocket- 
ful of mazuma. He sure can roll them bones. : 


Two or three months ago shipments 
of clay were held up by freight em- 
bargoes but this condition has been 
relieved. As a result porcelain man- 
ufacturers are able to make shipments 
in from two to five weeks. Some new 
manufacturers, which were established 
during the period of scarcity, can 
supply porcelain tubes in about 45 
days and knobs and cleats in 30 days. 
Makers of electrical porcelain ware 
say there is little need for concern 
about a reduction in price on their 


line. 
€€é¢€ 


Large Lamp Sales Show 
Three Per Cent Increase 

It is estimated at the present time 
that the total sales of large lamps, 
both tungsten and carbon, will amount 
to approximately 230,000,000 in num- 
ber in 1920. Of this volume of sales 
carbon lamps will constitute about 
15,000,000 which leaves 215,000,000 
tungsten vacuum and gas-filled lamps 
of the large size. Compared to 1919 
sales these figures show an increase 
of 38 per cent. Miniatures will prob- 
ably total around 100,000,000 lamps. 
Electric Rates © 
Have Become Popular 

It would seem that the electrical 
idea has permeated the kitchen strong- 
holds of America. Seventy-five thou- 
sand electric ranges are in use at the 
present time in the United States as 
against eight or ten thousand in 1915. 
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Sockets 


Pull-Keyless-Turn 


The Bryant line of Candle Sockets 
cludes designs to meet all needs—for 
medium or candelabra base lamps. They 
are designed to form an integral part of 
fixtures without marring the artistic en- 
semble—and like all Bryant 
Wiring Devices, are 
service. 


in- 


Superior 
warranted for 


Ask for complete details. 
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Notes About Jobbers % 


Jobbers Hold Semi-Annual 
Meeting in Cleveland 

On November 17, 18 and 19 the 
Electrical Supply Jobbers Association 
held what was classed as one of the 
best conventions in the history of the 
organization. The addresses, which 
were regarded as exceptionally good, 
were very pertinent to present condi- 
tions. The principal speeches were 
delivered by J. A. Corcoran of the 
General Electric Co., M. C. Turpin of 
the Merchandising Bureau of the 
Westinghouse Electric & Mfg. Co. 
and F. H. Goff, president of the 
Cleveland Trust Co. Mr. Corcoran 
illustrated his talk by a multiplicity 
of metaphorical charts starting his 
address by a figurative talk on how « 
system of production, distribution 
and merchandising was gradually in- 
augurated in the stone age. Other 
charts bearing facts and figures about 
electrical merchandising were prob- 
ably a little less amusing but equally 
interesting. The series of charts was 
entitled “Merchanalysis.””. Mr. Corco- 
ran is a forceful talker (somewhat of 
the Bill Goodwin type). Accordingly 

“nuff” said—his talk was very well 
received. Mr. Turpin also gave his 
audience food for thought with some 
salient thoughts on the past, present 
and future of the electrical merchan- 
dising problem in the paper he pre- 
sented on that subject. After Mr. 


Goff delivered his address on present 
day conditions as seen through the 
banker’s eyes he held a question box 
session in which many jobbers partic- 
ipated. Mr. Goff answered several 
questions very aptly which have been 
puzzling many jobbers in the past. 
At the opening of the convention on 
Wednesday morning H. F. Thomas, 
president of the Northwestern Elec- 
trical Equipment Co., Minneapolis, 
Minn., and chairman of the committee 
on costs presented detailed and inter- 
esting cost figures showing the ex- 
pense of handling each of 12 principal 
lines of goods distributed by electrical 
jobbers. The figures were based upon 
an analysis of the business during one 
month (April, 1920) of four repre- 
sentative jobbing houses in different 
parts of the country. The four houses 
studied did together $1,400,000 of 
sales business during that month, with 
a total expense of $162,000, indicat- 
ing the average ratio of total expense 
to total sales to be about 11.6 per cent. 
The twelve lines reported on con- 
stituted about one-half of the total 
sales. Percentages of total cost to 
total sales for each of the twelve lines 
reported were: Schedule material, 
17.07; rubber-covered wire and lamp 
cord, 7.67; rigid conduit elbows and 
bushings, 12.25; porcelain knobs, 
cleats and tubes, 27.15; weatherproof 
wire, 4.93; condulets and similar fit- 











Two of the “big bugs” at the recent convention of the Electrical Supply Jobbers 
\ssociation in Cleveland were “General” Franklin Overbagh, general secretary of the 
association, and W. R. Herstein, vice-president of the Electrical Supply Co., Memphis, 
Tenn. Convention procedures began to get rather monotonous, so the General and Bill 
decided to take a ride in some one else’s car. They didn’t get farther than the curb 
though, as the door man was hot on their trail. “You first, my dear Alphonse, says the 
General, graciously. “After vou, my dear Gaston,” replies Bill. : 
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Here’s one of the snappiest jobber’s 
sales managers in the United States in 
action — introducing Kenneth Lindsay, 
sales manager of the J. B. Terry Co., 
Cedar Rapids, Ia. Ken has the speed in 
tennis as well as business, but if you want 
to see him ring the bell at every whack 
watch him swing the driver. Yep, Ken’s 
recent sales contest shows he can bring mn 

the sheckels at any old game. 





tings, 24.98; flashlamps and _flash- 
lamp batteries, 28.71; house goods, 
bells, pushes, 37.93; dry batteries, 
16.33; heating devices, 16.44; com- 
mercial lighting fixtures, 19.48; pole- 
line hardware, poles, insulators, 19.79. 
In computing the figures neither in- 
terest on investment nor income or ex- 
cess profits tax was included. The 
ratios of the separate elements of cost 
making up the total expense for each 
line were also analyzed, and figures 
were shown giving the percentages of 
financial expense (accounting, billing, 
ccllection and credit expense), ware- 
house expense and sales expense for 
each line studied. Hearty apprecia- 
tion of the scientific cost studies 
made by Mr. Thomas’ committee was 
evident on the part of the jobbers 
present, and an additional fund of 
$10,000 was voted the committee to 
extend the studies to cover all lines 
handled by six different jobbing 
houses, the study to extend over six 
months. The presence of an unusually 
large number of manufacturers’ repre- 
sentatives gave the jobbers an oppor- 
tunity to discuss with them many 
subjects of great importance at the 



























































AND ITS UP TO STAY 


ONCE MORE 


* * * 


IT IS THOSE RIBS 


* * x 


ALONG ITS EDGES 

THAT MAKE WIREMOLD 
> - =@ 

A CINCH TO SUPPORT 
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FOR THESE RIBS SNAP 
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INTC THe CURVED EDGES 
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OF THE LITTLE CLIPS 
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THAT ARE SCREWED TO 


* * * 


THE WALL TO SUPPORT 


* * * 


WIREMOLD IN THE MIDDLE 
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OF ITS TEN FOOT LENGTHS 


* * *” 


THEY SNAP INTO 


eo "O: * 

THE HALF NELSON 
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THAT THE LITTLE CLIP 
* 2) 


PUTS ON THEM 


* * * 


WITHOUT ANY FUSS 


* * x 


BUT ONCE THEY ARE IN 
THEY WONT COME OUT 


* * * 


UNLESS THEY ARE COAXED 


* * * 


WITH A SCREW DRIVER 


x * * 


SO THAT IS WHY 


* * * 


WIREMOLD ALWAYS 


* a” * 


GOES UP TO STAY 


* * * 


Write to-day for your copy of the Wiremold Catalogue 


AMERICAN WieemotD Company 


HARTFORD.CONN. 
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The Durant Building, Detroit, Mich., 
(Albert Kahn, Architect) is the largest 
office building of its kind in the world. 
It contains a rentable area of 1,054,685 
square feet, and approximately four 
miles of corridors. 
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They ar are the only fuses 
good enough to be putin this wonderful building” 
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of Renewable Typeare installed through- 
out the Durant Building to protect its 
electrical wiring and equipment. 


They were bought on merit alone. 
As the Engineer expressed it,““They are 
the only fuses good enough to be put 
in this wonderful building.” 


Buss Fuses are one of only four makes 
of fuses approved by Underwriters’ 
Laboratories, Incorporated, in all sizes 
and voltages. 


You cannot afford to sell a fuse not so 
approved. Real merit can hardly exist 
in part of a manufacturer’s output, and 
not in the whole. 


Buss superiority 1s interestingly 
explained in our F. C. book. 
Write for it. 


BUSSMANN MFG. CO. 


ST. LOUIS, MO. 


y = 

New York . ° ° - 731 Broadway B ) 

Chicago - = = = 627 W. Jackson Blvd. . jussfusey 119) 
a 


San Francisco : : : 509 Mission St. 





Rely on a fuse that is good enough 
to be approved in all sizes and voltages. 
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present time. The meeting was re- 
garded as successful from every angie 
and the attendance vouched for the 
jobbers’ interest in it. 


€€éet 


Terry Co. Holds 
Sales Contest 

A sales contest for field salesmen 
was held during the months of Sep- 
tember and October by the J. B. Terry 
Co., Cedar Rapids, lowa. Cash prizes 
of $100 and down were given to the 
salesmen obtaining the largest number 
of points during the 60 days. Each 
salesman started even—or as nearly 
as it is possible to make it—basing 
point quotas on the 1920 sales quotas, 
location of territories, size of terri- 
tories, etc. Points were placed on 
lamp, meter, heating device and other 
contracts—also on a number of the 
company’s other specialties and on 
new accounts. Direct sales counted 
more than mail orders. Interest was 
maintained thruout the 60 days by use 
of special stationery and standings 
were reported every week. Additional 
prizes were offered for first place at 
the end of each 15 days in addition to 
the regular prizes. Cancellation and 
loss of existing contracts penalized the 
point column at the same ratio. Mini- 
mum quotas were also placed on each 
man. The contest produced a large 
number of new customers, many new 
contracts and moved a large number 
of specialties. It proved to be a suc- 
cess from every angle and all the 
salesmen were heartily in accord with 
it from the day it was announced. 


Al Dusseau 
Back Home 

Al Dusseau, who a couple of months 
ago deserted the ranks of the Com- 
mercial Electrical Supply Co., De- 
troit, Mich., to take a position with the 
Great Lakes Electric Co. of that city, 
is now back with the old crowd hitting 
on all 12 stronger than ever.’ After 
being with the Commercial company 
for nine years Al got pretty lonesome 
for his old friends there. “Thus 
endeth the second chapter of the first 
reading,’ says Al. Al’s a “regular” 
guy and one of the best liked jobber’s 
salesmen in Michigan. Ask his cus- 


€ €&€ 
Connolly Goes 
With Fletcher 
Ed. Connelly has resigned as city 
salesman for the Domestic Electrical 
Supply Co. of New York to accept a 
similar position on the sales staff of 
the Fletcher Electric Co. 
& € € 
New York Jobbers 
Discuss Prices 
On the evening of November 10 a 


tomers. 


special meeting of the Metropolitan 
Electrical Jobbers’ Association was 
held at Keene’s Chop House, New 
York City. The meeting was called 
by M. Rutkin, secretary, for the pur- 
pose of discussing the price situation. 
Mr. Bailey, president of the Bailey 
Electrical Supply Co. of that city, 
presided as chairman. During the 
course of the evening George L. Pat- 
terson, president of Stanley & Patter- 

















We ali need a little shot of pep sometimes no matter how goog we may be at ihe 
selling game. H. I. Sackett, president of the H. I. Sackett Electric Co., 251 Pearl 
street, Buffalo, N. Y., thinks the same thing, so on the evening of November 8 he 
gathered his salesmen and dealers together for a pow wow to discuss the intricacies of 
marketing vacuum cleaners, washing machines and other electrical specialties. On 
first glance (after looking at the cards everybody is wearing) it would appear that 
these gentlemen are all immigrants labeled as to their destination, but.the tags are 
merely get-acquainted-quick helps. Mr. Sackett stands in the very rear of the picture, 
the second man to the left of the post in the center foreground. 











Jim Hall, hardworking salesman for the 
Hatfield Electric Co., Indianapolis, Ind., 
is preparing to view some of the prospec- 
tive business for 1921 over the surround- 
ing territory. However, this isn’t his 
usual mode of transportation, for Jim 
says he can’t afford to carry a_ heavy 
enough accident policy to make it agree- 
able to his wife. Jim won the recent 
“Salesmen vs. Order Takers” contest in 
Tue Jopper’s SALESMAN. Wonder what 
Mrs. Hall will get for Christmas. 





son, Inc., spoke in the interests of the 
American Red Cross. At the close of 
the talk a considerable sum was 
pledged to the cause by those present 


&€€ 
C. H. Bay With 
Western Electric Co. 

C. H. Bay, formerly appliance 
manager of the Detroit Edison Co., 
accepted the position of household ap- 
pliance specialist in the Chicago 
branch of the Western Electric Co. on 
October 15. Mr.-@ay succeeds A. A. 
Janny who is now with The Torring- 
ton Co. of Torrington, Conn. 


€&€€ € 


Thor Distributors 
Meet in Chicago 

Thor washing machine distributors 
from all parts of the United States 
held an impromptu meeting in Chicago 
on Wednesday, Dec. 8, to discuss mo- 
mentous subjects. Edward N. Hur- 
ley, chairman of the board, and Neil 
Hurley, president of the Hurley Ma- 
chine Co., were hosts to the jobbers at 
a luncheon at the Union League Club 
on that day. 

















DaW FUSES 


From the Largest to the 
Smallest Fuse You Can 


Standardize with D & W 


From the largest to the smallest D & W 
Fuse—the 1000-ampere and 3-ampere, illus- 
trated below—you will have a reliable fuse 
in which sound engineering principles have 
been incorporated, and in which the utmost 
care in manufacture is exercised. Materials, 
exactness of dimensions, workmanship, and 
construction are of the highest quality; and 
as a result, D & W is recognized as the best 
fuse on the market today. 





















































D & W Fuse Works, the 
pioneer manufacturers of 
enclosed fuses, has given 
many years of study to 
the underlying principles 
of tuse design. 


The standard range of sizes in D & W Fuses 
covers every commercial purpose from 3 

> amperes to 1000 amperes on the 250-volt 
lines and also covers 125-volt, 600-volt and 
650-volt lines at various rates of amperage. 
The range will enable you to standardize 
with D & W, giving a correctly rated fuse 
for each piece of apparatus. 


“Inside Information On Fuses” will give you 
several important pointers on Fuses that 
you should know. Write for a copy today. 










1000 Amp. * 3 Amp. 
250 Volt 250 Volt 
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You win your custcmer’’s 


QUAD-RECEPTACLE 
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General Office Cc Sales Offices in 
Schenectady, NY Oo mpan y all large cities 








good-will when you show how to 


get increased service from existing wiring, inex pensively— 


These G-E Wiring Devices 
‘make household Appliances 


easier to use and sell 


The increasing use of electric appliances 
reveals the inadequacy of the ordinary house 
wiring job. But this difficulty of insufficient 
outlets can be overcome by the use of some 
of these handy little G-E wiring devices. 


The G-E Twin Outlet Plug turns one outlet 
into two, permitting the use of two appli- 
ances at once. 


The G-E Double Duty Socket permits the 
use of a lamp and appliance from the one 
outlet. 


The G-E Quad Receptacle turns a one-use 
outlet into a four-use outlet. 


Active sales effort on all G-E Wiring De- 
vices offers you an immediate profit and a 
bigger future for appliance sales—by mak- 
ing appliances easier to use. 









































And when you tell him how to get increased heat from the 
coal he has bought—at no added expense. 








Here is a suggestion for ) 
turning left-over fans into <a 
immediate profit 


Now as never before the public is re- 
ceptive to ideas on making the best use 
of high priced coal. 


Use every opportunity to show the 
customer how the electric fan can ac- 
complish coal savings and increase the 
effectiveness of the present heating sys- 
tem. Your customers who have fans 
will appreciate the suggestion—those 
who have none, may be induced to buy. 





Publicity plans and material, to help 
you keep up the fan sales curve during 
the winter season, are available. 
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This is the new 


BARRA RBRRRRERERER ERE REE EE 


Duplexalite 
¢ Christmas Gift 
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Break into es Christmas market 


HE next three weeks can be the 

busiest of the year for your dealers. 
Prospects they couldn’t sell, at any other 
time, who may have hesitated to change 
to Duplex Lighting can be sold Duplex- 
alite now as an economical and practi- 
cal Christmas present. 


To help them land this business we 
have printed gift certificates similar to 
the one shown above. These will be 
filled out when the order is taken and 
the customer will give it as a present on 
Christmas Day. 


Have your dealers arrange attractive 
displays of Duplexalites in their win- 
dows and stores. Have them circularize 


or call on their best prospects now, while 
they are still wondering what to give for 
Christmas, and sell them on the idea of 
giving a Duplexalite—a present which 
will be useful and beautiful the whole 
year through. 


Tell them to show the Christmas cer- 
tificate and explain how the gift of Du- 
plexalite will be a present which the 
whole family will appreciate for years. 
It’s surprising the number of orders 
which can be taken by this method. 


For years the Christmas season has 
been manna for other merchants. A lit- 
tle extra work will make it just as good a 
time for the electrical trade. 


DUPLEX LIGHTING WORKS 


of General Electric Company 
6 WEST 48TH STREET, NEW YORK 


Duplex-a-lite 


77 7 Fd 
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Tom Meehan With 
Inland Electric Co. 


T. N. (or better known as ““Tom’’) 
Meehan, well known in Chicago elec- 
trical supply jobbing circles, is now 
at the helm, as sales manager, for the 
Inland Electric Co., 14 North Frank- 


lin street, Chicago. 


had been for three years. 


Electric Co. for 


Appliance 


years. 


ness-getting personality. 


and Illinois. 
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Acquires Additional 
Warehouse Room 

The Electrical Supply & Equip- 
ment Co., of Charlotte, N. C., an- 
nounces that it recently acquired ad- 
ditional warehouse facilities in Char- 
lotte, doubling the original warehouse 
room. 

















It’s a long jump from stock man to 
vice-president but E. F. Hardey, vice- 
president and treasurer of the Central 
States Electric Co., Kansas City, Mo., 
wants to show you that he can handle the 
boxes as well as the whole organization if 
worst comes to “worser.” This isn’t an 
advertisement for the Cunard line, but 
say—speaking of ships, do you remember 
the good old days when the old fashioned 
schooners crossed the bar in fleets at a jit 
per “schoon”? 








Tom came with 
the Inland company last May from 
the Utilities Indemnity Co. where he 
Previous to 
that Tom had been located with the 
eight 
Tom brings to the Inland or- 
ganization a snappy, popular, busi- 
The Inland 
Electric Co. covers the territory of 
Michigan, Wisconsin, Indiana, Iowa 















C. J. (Chris.) Litscher, president, and 


F. E. Murry, sales manager of the C. J. 
Litscher Co., Grand Rapids, Mich., were 
told to “take the air” at the jobbers’ con- 
vention, so the photographer caught them 
as they landed outside. Chris (referring 
to the article about N. G. Harvey in the 
November issue of The Jobber’s Salesman) 
says he wants the world to know that Nate 
didn’t bring him up but that he brought 
up Nate. He says he used to pass out 
Nate’s six-dollar check at the Central 
Electric Co. when he was working there 
at four per as office boy. My how tempus 
fugits! 





Andrae Helps Sell 
Public Electrical Idea. 

Julius Andrae & Sons Co., of Mil- 
waukee, of 
newspaper advertising which will 
cover eight cities in the Middle West, 
from Mason City, Ia., to Green Bay, 
Wis. The purpose of the series is to 
develop good will and “sell” to the 
public an appreciation of the service 
which the electrical jobber performs 
for the community he serves. Frank 
B. Rae, Jr., of Cleveland, is in charge 


has begun a campaign 


of the campaign. 


€€ée 


Erner Electric Co. 
Entertains the Ladies 

The Erner’ Electric Company, 
Cleveland jobbers, entertained the 
Cleveland Women’s Advertising club 
9 at electrically 
The affair was held in 
the clubroom of the new Erner build- 
ing, 1240 Ontario street. George S. 
Milner, general manager, spoke on the 
value of electrical household appli- 
ances as labor-savers, and Frank B. 


on November an 


cooked dinner. 





Rae, Jr., gave a talk on the oppor- 
tunity for the advertising woman in 
this field. The manufacturer’s problem 
of overcoming woman’s natural con- 
servatism towards machinery, and the 
fact that this difficulty is best dis- 
posed of by advertising the appliances 
from the woman's point of view, were 
two high spots in these talks. In the 
electrical kitchen adjoining, the club 
members inspected the on 
which the meal was prepared, and 
showed considerable interest in other 
electrical devices on the floor. This is 
said to have been the first club dinner 
ever cooked by electricity in Cleve- 
land. 


ranges 


eee 
Mine & Smelter Co. 
Grows Rapidly 

The Mine & Smelter Supply Co., 
Denver, Colo., is rearranging its office 
space to conform with conditions pre- 
cipitated by its greatly increased elec- 
trical supply business. Since Septem- 
ber, 1917, the personnel handling the 
electrical increased in 
number from 15 to 47 at the present 
time. 


business has 














E. M. Flannery of the Baltimore Elec- 
trical Supply Co., Baltimore, Md., is very 
much puzzled over an inquiry recently ad- 
dressed to him, reading: “How long is a 
short circuit?” We'll answer that, Mr. 
Flannery, if you can answer these two: 
“How many kegs can a current tap?” and 


“How hard can a fuse blow?” However, 


friend Flannery really doesn’t seem much 
worried over the query. 
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The Mistake Habit 


Here Is a Friendly Sermon on an Evil We Can All Eliminate 


\ ), y HEN we were kids and we 

did something wrong with 

unfortunate results, we 

used to fall back on the plea, “I 
didn’t mean to.” 

Fortunately for us we usually had 
parents at that period who took pains 
to impress upon us by certain very 
persuasive measures carried out in the 
seclusion of the woodshed, that ‘I 
didn’t mean to” didn’t mean anything 
in the lives of our honored fathers 
and mothers. We were shown that to 
do things the wrong way, to make 
mistakes that had no better excuse 
behind them than “I didn’t mean to,” 
was to invite the same kind of retribu- 
tion that came when we just owned 
right up that we did it on purpose. 

The fellow who arrives at years of 
discretion and persists in making mis- 
takes again and again needs the same 
sort of correction he got as a kid. It 
is bad enough to make a mistake once, 
though there may be cases where it 
is in some degree excusable, but to 
make the same mistake again is with- 
out any excuse. 


It is another mistake—on the part 
of the sales manager—when he con- 
tinues to excuse the same mistake re- 
peated by the same salesman. If a 
salesman is not bright enough to learn 
how to do a thing right after doing 
it wrong once and being corrected, he 
is not bright enough to be very valu- 
able to the house and he might as well 
be released. 

The man who does things wrong 
and then thinks that all that is neces- 
sary to let him off is to say “I for- 
got,” is right in the same class with 
the man who “Didn’t know it was 
loaded” and the man who rocked the 
boat. 

You might do things wrong once 
if you have never been shown the 
right way to do them, but what is the 
excuse for doing them wrong the 
second time? “I forgot’ may be a 
sort of explanation, but it is no sort 
of excuse. 


It is human nature to go right on 


By FRANK FARRINGTON 


making mistakes when there is no 
incentive to avoid them. There ought 
to be an incentive in the fear of being 
justly disciplined by the manager, and 
when that discipline descends upon 
us we should make no complaint. We 
are only getting what we deserve. 
But there ought to be a form of dis- 
cipline from within ourselves if we 
are really going to overcome the habit 
of making mistakes. The manager 
may “call us down” and ‘“bawl us 
out” until he is black in the face, and 
it will amount to very little unless we 
admit to ourselves that we are wrong 
and develop a determination to im- 
prove. The sales manager can’t im- 
prove a salesman unless that salesman 
helps. 

Mistake making is really a habit, 
you know. When we have made the 
same mistake twice, we are on the 
way to doing it habitually, and the 
more times we do it, the harder it will 
be to refrain from doing it next time. 
The easiest time to correct a wrong 
method is just as soon as it is seen 
to be wrong. When a habit once 
really gets its teeth set on us, the 
snapping turtle who don’t let go until 
the sun goes down, is just a gentle 
biter compared to that habit. 

And then, in addition to the habit 
of doing a certain thing wrong, there 
is the habit of doing things wrong in 
general. We develop easily a habit 
of making all kinds of mistakes. The 
same carelessness that makes it pos- 
sible to make one mistake, helps to 
make it easy to make others, and in a 
little while we are chronic mistake 
makers. 

Salesmen do not make mistakes be- 
cause it is easier to do things the 
wrong way. They make them because 
it is easier not to trouble to find out 
the right way and to remember it. As 
a matter of fact, the right way may 
be much the easiest way. It usually 
is. 

Carelessness and shiftlessness are 
usually at the bottom of mistake mak- 


ing. The salesman who takes an 





order from Mr. Parker and writes the 
name in his order book, “‘Harper,” or 
who ships to Mr. “Carrington” when 
the dealer’s name is Harrington, 
makes mistakes because he is careless. 
If his mind is not on what he is doing 
when he takes the name, so much the 
worse. If his hearing is defective, all 
the more reason for taking pains to 
listen attentively. If he “thought” he 
knew the name and did not trouble 
to ask to be certain, he needs to be 
checked up on his thinking. 

There is no credit attached to a 
salesman getting things right the 
second or any other subsequent time. 
It’s a poor salesman who can’t learn 
to get a thing right after trying sev- 
eral times. The point is that there 
should be no mistake at all. You 
ought to get it right the first time. 

“If at first you don’t succeed, try, 
try again,” is all out of date as advice 
to salesmen. Better advice is, “Be 
sure you are right before going 
ahead.” Succeed the first time. Get 
it right without having to learn by 
making misakes. It’s an expensive 
way to learn, this try-try-again way. 

Mistakes are a result of inaccuracy, 
of the lack of willingness to take 
pains to get it right at first. Some- 
body has said that genius is just the 
capacity for taking infinite pains. If 
genius is that, it is within the reach 
of every salesman and you can be a 
genius if you are willing to try. Any 
salesman can take pains with his work 
and every salesman should. 

If there is anything that will help 
to make a salesman’s services excep- 
tionally valuable to his house, it is 
accuracy. Just imagine yourself in 
the place of the order clerk or book- 
keeper or shipping clerk or somebody 
who has to handle the orders that 
come in. Think what it must mean 
to have to check up everything on a 
certain man’s orders every time, just 
because you never could tell whether 
he might have made a serious mistake 
in price or quantity or quality or lot 


number or shipping directions or 
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Ven find ““‘H & H”’ Switches 


and “*Paiste”” Wiring Material 
in the finest hotels, hospitals, 
residences and wherever ar- 
chitects and users appreciate 
attractive appearance with ef- 
ficient service. 


For thirty years “H & H” 
engineers have kept in mind 
the fact that efficiency alone 
is not enough. Refinement of 
design and finish is noticeable 
in every “H & H” switch or 
plate. 


THE HART Gc HEGEMANMEGCO. 
Hartford, Conn. U.S.A. 
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something else. And think how glad 
you would be to see the orders come 
in from the salesman you knew always 
got things right, whose orders could 
be shipped out with the assurance 
that there would never be anything 
heard from them again except when 
the dealer’s remittance came through. 

The salesman who goes over his 
route making mistakes may be sure 
that there will be unpleasant times 
in store for him when he goes over 
the same route next time. He will 
perhaps make it a rule to “pass the 
buck,” to blame the house for every- 
thing that is wrong. That may let 
him off personally, but it will not help 
him to build up business with that 
customer. A mistake is a mistake and 
when it is to the dealer’s disadvan- 
tage, he is not going to be pleased 
about it or feel like sticking to the 
house whose representatives are al- 
ways getting things wrong. You can- 
not build up a personal following or 
a following for the house on a basis 
of being able to excuse mistakes or 
treat them as jokes. 


Every dealer knows salesmen whose 
shipments always have something 
wrong about them. The fact that the 
dealer cannot actually catch the sales- 
man himself making the mistake has 
little bearing upon the results. No 
good dealer with the money to buy 
when and where he likes, is going to 
give the bulk of his trade to a house 
that cannot get his orders right. He 
doesn’t care where the mistakes occur, 
whether on the road or in the ship- 
ping department. 


The salesman who gets it right the 
first time does not have to spend any 
of his valuable time apologizing for 
mistakes and squaring them up. He 
can devote all his energies to the 
profitable work of making sales. 


There are some mistakes that are 
errors of judgment. Possibly some of 
those errors may be excused. A man 
may possibly be careful and yet be 
lacking in judgment, but that is cer- 
tainly no great compliment to his 
business ability. I am not sure but I 
would as soon accept the blame for 
the carelessness of making a mistake 
as to admit that I lacked the common 
sense to know that I was making the 
mistake. 


A salesman may be a good deal 





better man than his record shows 
he may be. 
are that his record will come pretty 


The chances, however, 





close to representing his real measure. 
It certainly will do so in the long run. 
But there is little advantage in being 
a better man than your record shows, 
because you are going to be judged 
by your record. You are going to be 
paid and promoted or demoted by 
your record. You will be fired or 
hired by your record. The cold, cruel 
world knows and cares mighty little 
about the opinions of your ability as 
carried locked up in your own brain, 
or even as handed out by you but 
not supported by the evidence of your 
record. What you claim to be able to 
do has no bearing on the situation if 
you don’t do it. 

When you do make a mistake, be 
man enough to own up to it. Don't 
try to wriggle out of the responsibil- 
ity. You will not escape being 
thought responsible, even though you 
do stand off the penalty for a time. 
You will fare better in the end to say 














At Camp Nela every summer a good 
many jobbers’ salesmen hark back to their 


schooldays. A. C. (Alternating Current) 
Spiegel of the Protective Electric Supply 
Co., Fort Wayne, Ind., and Ben Hayllar 
of the Schimmel Electrical Supply Co., 
Philadelphia, two of these fellows, are us- 
ing up several perfectly good sheets of 
paper trying to figure out how many 
lumens are lost in one cubic foot of day- 
light if the sun goes under a cloud. Both 
Ben and A. C. say it isn’t because they are 
tight that they are holding their mouths so 
firmly shut, but because they’d hate to 
have their false teeth fall out on the hard 
sidewalk. 





“Yes sir, I made that mistake and it 
was sure a fool thing to do and you 
can bet I won’t get caught doing that 
again.” We all have a certain amount 
of admiration for the man who, hav- 
ing made a mistake, is man enough to 
stand up and take his medicine. We 
have no admiration at all for the fel- 
low who is always trying to crawl out 
from under and get away with a whole 
skin, no matter where it leaves some- 
body else. 

If you are one of the unfortunates 
who seem to feel that they are born 
to make mistakes indefinitely and that 
they can’t help it, you are to be pitied 
blame for not having sense enough to 
know that you remain in that class 
only as long as you lack ambition to 
get out of it. Why, there are some 
salesmen who seem to think they are 
in the hands of a kind of fate that 
they cannot escape; that they are 
born to go blundering through life 
with one mistake after another when 
all they need do to get out of that 
state is to make a serious effort to 
improve. 


It doesn’t take much of a man to 
make a resolution. Any of us can re- 
solve that we will cut out this mistake 
making propensity, and when we have 
made that resolution, we have made a 
good start. Then after that, the op- 
portunities to make mistakes are not 
going to come in bunches. They will 
present themselves one at a time, and 
we are not the men we claim to be if 
we cannot handle them as they come 
along. 

We can become high class salesmen 
only by following high class methods, 
and if there is anything excusing mis- 
take making in the description of high 
class methods, I have missed it in 
going over the specifications. 





Capital Electric Co. Moves 


The Capital Electric Co., Salt Lake 
City, Utah, has just moved into its 
new building at 310-14 West Second 
South street, that city. The building, 
which is 55 ft. x 165 ft. comprises 
four stories and a basement, is fire- 
proof and was specially planned and 
built to make it the latest in electrical 
supply jobbing houses. In the rear of 
the main building is a large machine 
shop and factory for rewinding and 
repairing armatures, motors and other 
electrical machinery and for construct- 
ing switchboards and other apparatus. 
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Fuse with Economy “Drop Out” 
Renewal Link. 


Progressive jobbers’ 
salesmen 
their own sales when 
they urge dealers to 


increase 








Repeat orders for Economy Fuses and Economy 
“Drop Out” Renewal Links follow the salesman who 
pushes Economy Fuses. 


Easy to sell because they are nationally advertised— 
because for many years millions of them have been 
giving dependable protection, efficient service and 
effecting marked economies in industries of every size. 


Ask your dealers to check up on their stocks of Econ- 
omy Fuses and Economy “Drop Out” Renewal Links. 


The merits of Economy Fuses have been recognized 
officially, for they were the first line using inéxpensive 
bare renewal links for restoring blown fuses to their 
original efficiency to be approved in all capacities by the 
Underwriters’ Laboratories. 


Push Economy Fuses 


Economy Fuse & Mfg. Co. 
U.S.A. 


Also made in Canada at Montreal. 


Chicago 
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Knife Blade Type, 
Economy Fuse 
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Planting Mazda Bulbs to Grow 


Farm Lighting Plants 


EAR BILL: 

We have a hand down on our 
farm and I kin tell you he’s a slicker 
alrite, he does more darn wurk in a 
few minuts, with les truble than all 
the lofers I ever had around this 
plant. He doesn’t cost mutch to keep 
ether, and only eats when you tell him 
to, and I have never caught him asleep 
on the job yet. Sounds queer, Bill, 
but it’s the gosh durned truth alrite. 
Sides, Bill, he’s the cleanest and 
cheapest help I ever had. Let me 
tell you how I got Aladdin. 

One of them durned slick city fel- 
lers cum along with a lot of paper and 
figgers and asked me if I was inter- 
ested in lectricity and I says, sure I 
waz, what you got? I alwaz hurd 
bout that stuff when I was in the vil- 
lage and all my nabors here been 
talkin about it for some time past, but 
Bill Jones’ cousin out on a farm in 
Nebraska had one of them home litin 
systems in his house and there weren’t 
no system to it, nuthing but truble and 
chasing into the village for yure fule, 
and blinkin lites, and he told most of 
us here about some time ago and you 
no Bill, us farmers get discuraged 
rather easy these days, even tho corns 
sky hi. Well he told me a lot about 
volts, ampears, and cycles (I thot he 
waz talkin bout sickles) and when he 
was about thru I sez to him, talk sens 
and I’ll listen to you. He laffed, Bill, 
and pologized for expecting me to no 
all about them things. 

Pretty soon he got down to bizness 
and told me he was gettin his pay 
check from the lite fellows who ran 
the lites in the city, and that he was 
trying to get some of us fellers out 
here along his line to think about 
them. He said he wood hang up a 
nice big Mazda See between the barn 
and hous and have one of them turn 
buttons on the side of the hous so I 
could lite it without going outside and 
said he wood putt it in free if I wood 
let him, all he asked was for me to get 
my nabors around that nite and let 
them see what he was going to do. 
Twaz nuthing out of my pocket and 
being natchurally interested now I sez 
alrite; you hang her up and I'll git 
the folks hear. Now, he sez, remem- 


ber that this litin is the small end of 
the benefits of our servis and what I 
want to show you is what you can 
really do-with it, when it cums to 
wurk. Do you know, Bill, he told me 
that he can pump, grind, thrash, run 
a washin machine, iron, cook, and a 
millyun other things besides heatin the 
babies milk. He said hed bring some 
of them things along with him to 
proov it to all of us. So next day he 
hung up a few wires and one of them 
hoods like they have on the streets in 
the village and put one of them bulbs 
in it and waited till it got dark. 

Well, Bill, that nite the durned 
lamp he hung up did the biznes with 
all of us, we could see the whol durn 
place, not all our 200 acres but nye to 
it. I sez to him how mutch will it cost 
for us to get these lites and things, 
and he sez he wood hav to figger each 
place separate cause the houses were 
different and one farther away from 
his line than another. But I new 
durned well that none of us wood be 
content till we read at nite under one 
of them bulbs. He called them bulbs, 
but Hi Jones sez he read about them 
and they were blubs, but Bill, I think 
old Hi is getting older and can’t see, 
cause that feller made good on all his 
statements to us, and you no, “‘Seein 
is Belevin.” 

This all happened quite a spell ago, 
nye 2 months now Bill, but rite now 
I’m ritin this letter rite under one 
them ere lectric lites, and ma she’s 
sewin over in the corner with the 
smallest little engine you ever saw, 
and Mabel, you remember her Bill, 
she’s in the dining room with her bow, 
sittin at the dining room tabul under 
one of them swell fore lite chandelears 
makin fudge on one of them little 
stoves. Honest Bill them bulbs are 
as plentifull round our hous as high 
price talk is in the village. 

The man that was out hear first 
came back the uther day to see us 
after we had em a whil and asked us 
if everything was O. K. and we sez, 
you bet, and I pade over our money 
to him, and I told him he couldn’t 
have the whol blamed works for twice 
the size of that check. 

I don’t no how your located up on 





your new farm Bill, but I kin tell you 
that if you take a while some time and 
drop in on the lite man in your village 
and ask him how much it will cost to 
put this juice on your farm, your time 
will be durned well spent. Its the 
only thing they have in the city that 
we dont have that we want, and if you 
havent got the cash Bill, go.and borro 
it from old Jenkins the banker there 
and in no time youll have it all pade 
back by saving on labor on your farm. 
You no, Bill, my wife was gettin rest- 
les out here without them city con- 
veniences, and I cam nye near sellin 
out and moving to town but now Bill, 
you couldn’t drag her off of here with 
two teams. . 

Next time some feller wants to sell 
me anything worth whil, Im going to 
get him sho me cause Im convinsed 
now Bill, that we aint got everything 
we can hav out on the farm, but he’ll 
have to go sum to pleas me more than 
that city feller has done what put in 
the lites. If we could plant one melon 
seed and get 687 melons to cut, we'd 
by out the whol durned village, 
wouldnt we Bill? When you and 
your wife hav sum time on your hands 
drop down and see us, now we're all 
lit up so nice, and we'll give you a 
real dinner on our new lectric stov. 

Yours, 
Steve. 











“Gimme a match.” 





The owner of this 
| sylph-like figure and 
one with the 


the 
| “gimmes” is A. J. | 
Cole, vice - president 
and general sales man- 
ager, The McGraw 
Co., Omaha, Nebr., 
partaking of a pill in 
between dives on the 
company’s outing last 
summer. 
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Keinforced” 
Like & 
Shotgun Shell | 








You would consider it ridiculous if the metal cap were placed 
inside the paper shell casing of a shotgun shell—leaving the casing 
alone to withstand the tremendous pressure to which it is subjected. 


Yet—in many renewable fuses, the metal cap screws inside the 
casing, leaving the weakest points of the tube to withstand, as best 
they can, the pressure of gases when the fuse blows. This is one 
of the reasons why the average renewable fuse cannot withstand 


many heavy blowouts before the casing is rendered unfit for further 
service. 


It’s different with the 


N 


_  — 
RENEWABLE FUSE 


Heavy brass ferrules (onto which the caps screw) are riveted and 
| screwed onto the outside of the tough fibre casing, serving the same 
| purpose as the cap in the shotgun shell—reinforcing the tube and hold- 
| ing it firm against the pressure of the gases inside. 
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This is just one of the construction points in which the “Union” 
Renewable Fuse excels—just one of the points that enable it to with 
| stand more blowouts than any other Renewable Fuse. 


| Every part of the “Union” Renewable Fuse is mechanically core 


rect. Every part is heavy enough and strong enough to insure effective, 
lasting service. 


Don’t waSte time and energy trying to sell Renewable Fuses that 
will only stand a few blowouts. Sell the fuse that can be renewed indef- 
initely, because of its Superior construction—the “Union” Renew- 

- able Fuse. 


“Union” Fuses are made fin"two types, Renewable and Non- 
Renewable. They are approved i in the very highest degree by the 


“UNION” 


RENEWABLE National Board of Fire Underwriters. 
UND, LAB, INSP. 


Chicago Fuse Mfg. Co. 


Oldest and largest manufacturers of Fuses, Electrical Protecting Materials 
and Conduit Fittings 


Chicago New York 
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| CHICAGO FUSE MFC. CO 
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Is The Service Department 
To Blame? 
By A. Clark 


. 
Th P F I had landed the order, probably 
e omeroy Electric iiss caittnes would not have made 


enough impression on my mind to con- 


vince me that my misfortune will save 
some salesman more trouble than it 
will cause me to write about it. , 


But I didn’t land the order. And 
there was a nice one there, too, but 


is the Sure Means for Starting not for my house if it was the last 


jobbing house in the country, as my 
Your Motor on the Coldest Days coahtetee telen’ (3) awedlhCte- 

formed me among other unkind things. 
To be sure he did say that the worst 
thing he had against me personally 
was that I did not have more sense 
than to be wasting my time working 
for a house with such a service de- 
partment, but in the same breath 
dropped a hint that he was wasting 
his time now talking to me. I saw 
the point and hot-footed it for the 
hotel with visions of the cyclone that 
would strike that service department 













































All next morning when the sales man- 
ager read the report I was going to 
Cars write. 


I had been too considerate. Mon- 
a | day Frank Hayes swore I was off his 
list until we learned to make our mis- 
takes on orders from someone other 
than him. And this after I had been 
honest enough to admit we do occa- 
sionally make mistakes. That same 
afternoon I had not even tried to get 
an order from Watkins when he 
“balled me out” because we had 
charged him for twice as much pipe 
as he had received and inferred we 


Let Us Help Y ou must think he is asleep. I can almost 


always talk Watkins out of an order 
Save Your Battery but this coming on top of my session 

with Hayes that same morning took 
the heart out of me and I did not try. 





U.S. Pats. Allowed and Applied For in All Countries. 





There had been similar occurrences 

- before but I had always figured that 
Price $5.00 probably the service department was 
rushed, or that some mistakes are 

bound to happen and had not reported 
them. The loss of that $500 order 
today, which I felt sure I could have 
Manufactured by put on my book with half a chance 
was the straw that broke the camel’s 
B. H. POMEROY ELECTRICAL WORKS back. If a man orders a 5-pole, 200- 
P ampere switch and gets a 3-pole, 200- 
118 Ridgeway Ave. ampere do you blame him for getting 
ochester, N. Y. mad? Ristock phoned the order him- 

self and explained it was a rush job 
and must be shipped that night. 
There was evidently more speed than 


fe 
Foes beealelieeiesbieabeeeebabeebeebeebesbone beset tere by blr ir rb llr care and it cost me a $500 order and 
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THE M. B. AUSTIN COMPANY 


Re Ne Ze Se 


ESTABLISHED 1894 


CWe are now located in our new 
building 108 to 116 South Desplaines 
Street me every modern convenience 
has been provided to facilitate service. 
e welcome you to our new business 


home and hope lo have the pleasure . 


of feomg and verving you there ~o 
© 


TheM. B Austin Company 
MB Austin &Company 
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HEN we began advertising OAKITE to 

the electrical trade, we did so at the ur- 
gent solicitation of certain manufacturers of 
electric dishwashing machines. 


These manufacturers told us that OAKITE 
is the best cleaning preparation for their ma- 
chines. They said that one big reason why the 
sale of dishwashers had been retarded was be- 
‘ause the action of common soap in a machine 
leaves a “film” on the dishes, and women won’t 
buy a dishwasher that does not wash clean. The 
trouble was not with the machine; it was with 
the soap. Common soap leaves this film. 
OAKITE does not. There is a scientific reason 
for this, but we won’t bother about that now. 


We have advertised OAKITE to the electrical 
trade as an aid to the sale of their washing and 
dishwashing machines, and on good advice, we 
advertised 


Order Through Your Jobber 


to enlist the jobber’s interest and co-operation. 
The jobber’s real interest in handling OAKITE 
is to facilitate his own business in the sale of the 
big-profit-paying machines—not merely the 
profit on our preparation. 

When you understand OAKITE’S value as a 


sales booster for washers and dishwashers you 
will get real busy and boost OAKITE. 


OAKLEY CHEMICAL COMPANY 
22 THAMES STREET 
NEW YORK 
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nobody knows how much more. Some- 
thing must be done right away to stop 
these mistakes. 


Friday, the next day, not many 
orders went on my book—my wife 
had a grouch on that night when I 
got home—so Saturday morning I 
had no regrets on the way to the 
office for the complaints I had made. 
As I walked through the office there 
were no signs of a recent cyclone in 
the service department although as 
I started for the sales manager’s desk 
I thought I saw a peculiar look on 
the face of the service man which I 
attributed to a lecture on accuracy he 
had probably received. My boss has 
taken orders enough so that he ap- 
preciates the troubles of a salesman. 

When after a few minutes’ talk he 
picked up my letter I rather expected 
a sympathetic outburst. Instead he 
started by asking what the trouble 
was with Frank Hayes’ shipments. I 
told him and he sent his stenographer 
to get all the records on those two 
shipments. Then he picked up some 
other papers and I immediately recog- 
nized Watkins’ order form. The 
duplicate invoice, the shipping ticket 
and a copy of the bill-of-lading were 
also there. The customer’s order 
called for 1000 feet 14-inch pipe, so 
did the invoice and shipping ticket 
which also read for 10 bundles, 850 
Ibs., just like the bill of lading. 

The order had been handled cor- 
rectly and delivered complete to the 
railroad. When he asked me how the 
freight bill read which the customer 
had, whether the shipment had been 
signed for “short” or “in full,” 
whether Watkins did his own trucking 
from the freight house or had some 
trucking concern do it, I admitted I 
did not know, in fact I also admitted 
to myself about all I knew was that 
I had_ half-heartedly blamed the 
railroad and about three-quarters 
heartedly let the house have the blame 
for the trouble. 

Thinking it over now I may have 
even unconsciously encouraged Wat- 
kins’ belief, after my “balling out”’ 
that same morning by Hayes, that this 
was a common trouble with our serv- 
ice department. Why hadn't I 
thought to look this up the same way 
in Watkins’ store that day? He 
would have seen right away that the 
house was not to blame. I might have 
been able to help him start to locate 
that pipe and certainly I could have 
taken an order. 



















ee aS a 





THE JOoBBER’S [f] SALESMAN 6) 








CAR TSODAdS 


1890 1920 


6é7¥rhis is the time when men renew their 
Faith in the things that have made us 


what we are.’”’ ; 


yo fy 


he old friends---the old associations---call 
us at this season and we come---to renew 


our point of contact. 


his, then, is an appropriate time to re- 
member the Sterling Quality of Pass & 
Seymour Wiring Devices---to renew our faith 
in those who have merited our business since 


December Eighteen Ninety. 


Pass & Seymour have kept the Faith for 
Thirty Years. 


Pass & SEYMOUR Inc. 


MANUFACTURERS 


STANDARD ok ELECTRIC 
WIRING DEVICES 


Sarvay, N.Y. u.s5.A. 
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The stenographer had now returned 
with similar records on the two Hayes 
orders. The boss and I looked them 
over together. One was a mistake ‘on 
us all right. The other was on Frank. 
His order plainly read for No. 14 
lamp cord and not No. 18 as he had 
intended to order. Neither of us had 
had brains enough that day in his 
office to look up the order. 
SALESMEN— By this time I had doubts as to the 
|] | reason for that peculiar look I had 
‘| | noticed on the service man’s face. The 
Do you realize that there is a profitable field papers on the Ristock order I looked 


; ; 4 , ss Ny a a 
among the industries in every locality for over myself. No three-pole switch 
: mentioned there. It had been taken 


| rer the ph ll right and the type- 
SHAWMUT wills Unethis sll send. hootte. 
RENEWABLE 


Then the boss pointed out the differ- 
FUSES ||| that these were shown in the manu- 
| 

| 


ence in weight (I had never noticed 
facturer’s catalog) and that our 




























































They are the result of many years of experi- | | shipment according to the weight 
ence in fuse construction and their meritorious given on the shipping ticket and ex- 
features and dependable service have earned the press receipt practically agreed with 
confidence and respect of the ultimate user. | | the printed weight given in the cata- 

Of simple and durable construction with a log. 


Our records’ certainly _looked 
as though we shipped a_five-pole. 
Could it be possible that Ristock had 
had a three-pole on order from some- 
one else and it just happened to come 
in the day they were looking for the 
five-pole for that rush job? The boss 
smiled evidently at the contrast be- 
| | tween that last remark and my letter 
The Chase - Shawmut Co 3 | lying there on his desk. I had learned 

‘|| well the lesson that the customer -is 
Newburyport, Mass. always right but now I was learning 
that the service department is also 
right some of that always. Then he 
told me Ristock had received our five- 
Engh Exuipment Co., 112 South 16th St., Oe a ee ne ee pagucns 
meg oo yo ‘ ‘| | that I was there. The other switen 
H. C. Moran, Keystone Bldg., Pittsburgh, Pa. had come direct from the manufac- 


minimum number of parts each of which is built | 

to defy the destructive action of blow-outs; they 

are quickly renewed by the removal of a cap 
| and washer. 


Fully approved by 
Underwriters’ Laboratories. 





| DISTRICT REPRESENTATIVES. 





Wm. S. Brown Electric Co., 3 West 29th St., 
New York, N. Y. , 
E. M. Scribner, 549 West Washington Street, 





H. B. Squires Co., 583 Howard St., San Fran- 
cisco, Calif. * ‘ 
H. B. Squires Co., 552 First Ave., South, Seattle, ie turer he found on checking hod the 
4 Wash, ‘|| order number on the shipping tag 
id . = . me 
Northern Flectric Company and was for an entirely different 
LIMITED job. 
Montreal Vancouver : . : 
Regina Ottawa London Why hadn’t I thought of that while 
Halifax Edmonton Victoria ‘ 
Calgary Toronto Winnipeg I was right there on the ground? Cer- 
tainly after that entirely uncalled for 











call down Ristock would have given 
me the preference on that order. I 
reached for the phone but the boss 
shook his head. Even if he has .a 
desk now, not to mention a bald head, 


FUSE WIRE | he has not gotten over being a sales- 

FUSE LINKS man. He had tried to save that or- 
SHAWMUT ae der the day he received my letter but 

FUSE BASES it was too late. That Albany ped- 

GROUND CLAMPS dler must have walked off with it. 
BOSTON CABLE CLIPS 


He was writing condulets, pipe and 
wire while I was writing complaints. 












































SoME eleétric washers OTHER electric wash- 


Lift and dip the soiled ers rock and wss the 
fabrics in a tub of sudsy Rennie soiled fabrics to and fro 
water—and it is a good in sudsy water—and it 
i iaiiivcnsede aside is a good method....... 





Tue 4-B-C Electric Laundress des both. Rapidly it alternates 
these good methods —and so it combines their advantages. 






BHANGED market conditions have made more 
al difficult the dealer’s problem in selecting his 
Pres permanent \ine of electric washers. Only a few 
months ago the paramount question was de/ivery... being 
able to secure enough washers of any make to keep up 
with consumer demand. The change from a “‘sellers’ ”’ 
to a ““buyers’’’ market, making it possible to secure 
deliveries on most all makes, is causing dealers to care- 
fully ava/yze not only the product offered, but also the 


makers and their policies. 











We submit here a few of the principal points being considered by care- 
ful dealers, and briefly, how the A-B-C measures up in each particular: 


1. PROVEN QUALITY 
The A-B-C has for many years been out of the experimental stage. The ‘‘bugs’’ 
never serious... have been eliminated, as their presence was revealed in actual 
usage. The rapid rise of the A-B-C Super Electric to leadership in this highly 
competitive field, in a period of less than five years, is positive evidence of the 
high standard of quality attained. 


. SERVICE EXPENSE 
Nothing ‘‘eats up’’ profits so quickly as service. The vast output of the A-B-C 
factories and their experienced, efficient management insure uniformity of quality. 
Barring misuse, resulting largely from faulty demonstration, the A-B-C is seldom 
heard from after it enters the home of its purchaser. 


. CORRECT OPERATING AND MECHANICAL PRINCIPLES 
The combined washing action of the A-B-C, depicted so vividly by the Arrow 
Symbols, is accomplished bya simple, springless, trouble-proof mechanism of very 
few moving parts. The clever ‘‘segment gear-pitman”’ principle appeals instantly 
to mechanical minds. Its application to the electric washer in the A-B-C is respon- 


sible, more than any other one thing, for the tremendous popular acceptance of 
the A-B-C. 


. STABILITY OF THE MAKER 
One of the pioneers in the industry, this institution has reached its present posi- 
tion by fair business methods and an honest product. Thus, our success is perma- 
nent. In selling your customers the A-B-C, you don’t ask them to speculate upon 
the possibility of sometime owning an ‘‘orphan’’ washing machine. The position 
of the A-B-C in the industry is definitely established. 


. SELLING POLICY 


The A-B-C Super Electric is distributed by recognized wholesalers of stability, 
each operating in an exclusive territory. Each can assign an exclusive dealer- 
agency in any locality in his territory, thus eliminating ‘‘bargain’”’ competition, 
and assuring each dealer the fruits of his own efforts. 


. CONSUMER ACCEPTANCE 


The A-B-C was one of the first extensively Nationally-advertised lines of electric 
washers. The monthly circulation of A-B-C advertisements reaches practically all 
the electrical homes in each locality...blankets the market. Selling an unknown, 
non-advertised line is ‘‘pulling upstream’’...selling the A-B-C means ‘‘traveling 
with the current.”’ 


. PROFITS 
Undoubtedly some other makes offer longer discounts, or grcater margin per 
sale. The consumer acceptance of the A-B-C resulting from the National adver- 
tising and its widespread reputation for excellence, offer in their stead more rapid 
turnovers in volume. It’s the year’s profit that counts. 


And lastly, the A-B-C offers the only complete line of electric and power 
washers. The Super Electric combines both cylinder and oscillating types; 
the Alco is the perfected dolly type washer. Concentrating his purchases 
on one line, gives the A-B-C dealer the advantage of quantity discounts. 


Your nearest wholesale distributor will gladly submit full particulars 


Altorfer Bros. Company 
PEORIA-ILLINOIS 


NEW YORK—SAN FRANCISCO 
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The Jobber’s Salesman-An 
Appreciation 
Frank A. Driscoll 


r i SHE jobber’s salesman occupies 
a peculiar position in the elec- 
trical field—in fact in the 

sales world. 


He has a job to fill and hold first. 


He has a stock of standard prod- 
ucts to dispose of that is selected by 
those for whom he travels. 

He is loyal to his house policy first, 
last and always. 

He should not be considered nor 
treated as “Clay in the Hands of the 
Potter,’ but as a powerful factor in 
his territory. 


His hard-earned control of his ter- 
ritory can not be wrested from him 
by the trifling transient or novice. 

He is on the job day in and day 
out, and naturally the trade has 
learned to depend on his judgment. 

To the manufacturer we would say: 

Work through the jobber’s sales- 
man—not around him—~you'll find this 
the logical line of common sense. 

To those who would appreciate the 
service he renders let us suggest: 

Put yourself in the place of the cus- 
tomers he serves. You will then ap- 
preciate that the jobber’s salesman is 
a man who helps you to establish con- 
fidence in yourself first, and your rep- 
utation with a source of dependable 
supply next. He then leads you care- 
fully through the maze of electrical 
material on the market, and shows 
you the landmarks of dependable 
products along the road to successful 
business. 

Is it reasonable to suppose or ex- 
pect that you, then, with the normal 
amount of -human appreciation and 
gratitude, would forget the jobber’s 
salesman? 


The answer is written in the grow- 
ing list of loyal customers of the job- 
ber’s salesman. These customers owe 
their business existence to the con- 
stant co-operation and guidance of 
the jobber’s salesman. 





Randall Now in Denver 

H. D. Randall, formerly manager 
of the Salt Lake City branch of the 
General Electric Co., became manager 
of the Denver district office on Oct. 1. 
Robert Miller succeeds him at Salt 
Lake City. Mr. Randall continues as 
president of the Capital Electric Co., 
of Salt Lake City. 
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Protecting the Jobber 


At the outset of our business career twelve years 
ago, we conceived the idea of playing fair with the 
jobber. We found that we could do this without in- 
justice to the dealer, and the healthy growth of our 
jobber business convinces us that our policy was 
right. 


When a jobber takes on a line of Cadillac Electric Vac- 
uum Cleaners he knows in the first place that he is handling 
a vacuum cleaner which has twelve years of manufacturing 
experience behind it during which time it has built up an 
extensive and growing business; so he can rely on the effi- 
ciency and good name of the cleaner itself. 


When the Cadillac jobber approaches a dealer he knows 
that we have given the dealer no advantage which will place 
the jobber at a disadvantage, for the simple reason that it is 
the policy of our company to protect the jobber. If protect- 
ing the jobber can have any other meaning, we would like 
to have it pointed out to us. 


Jobbers who are interested in taking on a new line of 
nationally advertised and reliable vacuum cleaners should 
communicate with us at once and order samples of our 1921 
models. 


Cadillac Electric Vacuum Cleaners are 
made in four models retailing at 
$39.50 and upwards. Two of 
these models have vertical and 

two horizontal motors. The 
attachments are inter- 

changeable and_ the 


If you wish to 
connect with a 
manufactur- 
er who has a 
fixed, definite, 
long established, 
liberal policy to- 
ward the Jobber, you willi 
write at once for our 


same for all. 


Cadillac 
Little Ben 
Vacuum 
Cleaner 


CLEMENTS MFG. CO. 


601 FULTON ST. 
CHICAGO 


CANADIAN BRANCH, 70 DUCHESS ST., TORONTO 


proposition. 
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21S between jobber and dealer the 
ava National MAZDA lamp agency bond 
MEI creates a relation that results in 
other business. The manufacturer’s sales 
helps advance the whole line for the ben- 
efit of all. The success of each is the 
success of all. The individuality of National 
brands is the immediate assurance of the 
best intimate service and this individuality 
is backed by the strength, character and 
service of the National organization. 


AS) SE) 
DV MeN)": 
yk *; DR 
Pat by 











ON) 1% 
| NATIONAL 














NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL Lamp Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 








Division 





represents a Sales equipped to give a complete 





WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 
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service 
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lwo Profits 


There is both a financial and a human 
profit in the increase of illumination in 
the factory or mill. Managers are of 
course interested in the eye-saving re- 
sults of better lighting but the financial 
profit is so positive and unmistakable 
that it alone justifies a complete change 
of lighting system when that is necessary. 
Simply the addition of IVANHOE Re- 
flectors—correctly designed, selected and 
installed—will suffice in many cases. We 
shall always be glad to assist you in de- 
termining the requirements of any plant. 
With our directions at hand you can ad- 
vise your customers as to their needs 
and the cost and profit which can be 
reasonably expected from a modern in- 
stallation. 


IVANHOE-REGENT WORKS 


of General Electric Company 
Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Light- 
ing Glassware, Anderson Self- 
Adjusting Arms, and IIlumi- 

nating Service. 
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"Service to Lamps’ 
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SHADES~ REFLECTORS 
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Perfection—not of product 
alone but of service by the 
plant behind the product is 
what the makers of Rome 
Wire have always aimed for. 
Prompt delivery, reasonable 
price, standardized product 
and lasting quality, the result 
of unexcelled workmanship 
by man and machine and the 
time-strengthened interest of 
the Rome organization to give 
the best in every way. 


High grade materials and 
the ingenious Rome-built ma- 
chines operated by workmen 
of great skill, gradually build 
up the reputation of Rome 
Wires. They gather quality 
in the making. 


The trade mark is a symbol 
of efficient electrical con- 
ductors. 


ROME WIRE CO. 


ROME, N. Y. 


DIAMOND BRANCH: 
BUFFALO, N. Y. 








‘When Trouble Shooting Pays 


(Continued from page 13) 


one square foot. Five lumens will; 


give either five foot-candles on one 
paver foot or one foot-candle on five 
square feet. A 200-watt lamp gives 
‘roughly 3000 lumens, and that kind 
‘of a fixture in this room only makes 


‘about one-third of that come down 


‘here where it can be useful. Simple 


‘arithmetic tells me that by dividing . 


|1000 lumens by 120.square, feet you 
ought to get about 8 foot-candles— 


|probably a little, less. 
| “Maybe I have that now.” 


' “And maybe you haveh’t — we'll ' 


” 


see. 
| Unobserved by Porter, the J. P. 
‘had been carrying his foot-candle 
‘meter under his arm. It now came 
into service to show that there were 
only 2% foot-candles of light on the 
desk. The next ten minutes saw Por- 





credulity to one of keen interest in the 


ithe little “Thermometer of Light’ for 
|himself, he gained a concrete idea of 
what a foot-candle was, even though 
he could not define the unit. Mean- 
while the J. P. had been doing some 
thinking. 

“Mr. Porter, how often do you have 
these units cleaned ?’”’, 

“Whenever they get dirty enough.” 

“Well, if we can get a step-ladder 
and a bucket of hot water, I’d like to 
treat this one to a bath right now.” 

As he unhooked the bowl, the J. P. 
noted that the lamp was a fairly new 
one, but that it looked decidedly yel- 
‘low for a MAZDA C lamp. _Investi- 
gation showed it to be rated at 120 
volts. For the time being, however, 





ithe washing of the bowl was of first 
importance. 

With Porter eagerly watching the 
foot-candle meter the clean bowl was 
‘hung in place. 

“Well, I'll be d—d! We've got an- 
other foot-candle, now.” 
| “Yes,” remarked the J. P., “that 
dirt was one of your troubles.” 

“But you haven’t produced the 8 
foot-candles you were talking about.” 

“No, I haven’t. But I’ve noticed 
another thing. Where do you buy your 
lamps?” 

“Oh! The electrician picks them at 
small shops whenever we need them. 
|We never keep more than a few extra 
on hand.” 

“That’s another source of trouble. 


ter rapidly change his attitude of in- ' 


J. P.’s story. When Porter could read ' 
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“BIRDS OF A FEATHER” 


IKE associates with like—birds, humans and machines. 

When you see the Apex Electric Cleaner with the 
Rotapex Electric Washer, it’s another case of two good 
things keeping each other company. 





As you know, the Apex Cleaner came first —nearly seven 
vears ago. In that short term of years the Apex has built 
a real reputation. The Apex Exclusive Features did it — 
the Inclined Nozzle and the Divided Nozzle, plus some 
real sales co-operation. 


But it won’t take any seven years for that Rotapex to lead 
in its field —not with all the real stuff that is built into it, 
and such features as the left-hand control, direct power 
unit, and other good things too numerous to count here. 
Keep your eye on the Rotapex, and don’t take the other 
off the Apex Cleaner. You will see what a good repu- 
tation will do to roll up sales—with your help, boys. 
We’re not forgetting that. We thank you. 


The Apex Electrical Distributing Company 











1067 E. 152nd St. Cleveland, Ohio 
Canadian Factory Apex Electrical Manufacturing Company, Limited, iy 
102-104 Atlantic Ave. Toronto, Ont. 7 








Clpe- -RSTAPEX 


ELECTRIC SUCTION CLEANER ELECTRIC CLOTHES WASHER 
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MR. SALESMAN! 


Have you ever considered from a selling standpoint, the ex- 
ceptional features of FARIES’ VERDELITE and adjustable lines 
of electric portable lamps and brackets? 


They hold an instant appeal for the retail purchaser and make 
of him a satisfied customer by rendering him every comfort and 
convenience that scientific illuminating effort can produce. 


All VERDELITE lamps are furnished with patented, slotted 
back, interchangeable shades and are perfect in material, work- 
manship and detail. 


Wisdom prompts the careful buyer to select FARIES’ stock. 


Are you getting your share of this business? 


FARIES’ FARIES’ 
PATENT PRODUCTS PATENT PRODUCTS 





FARIES MANUFACTURING CO. 
DECATUR, ILL., U.S. A. 














This lamp is rated at 120 volts. Your 
circuit voltage is 110 volts. That 
means you are losing 1/8 of the light 
you would get from a lamp of the 
proper voltage. If you happen to 
have such an animal we'll see a differ- 
ence not only in foot-candles but also 
in the jaundice effect about the room.” 

After some delay, the electrician 
produced the desired lamp, and with 
animated interest, Porter noted that 
the meter showed about five foot-can- 
dles. Incidentally the room had a more 
cheerful appearance. In the interim, 
the J. P. had had little difficulty in 
securing from Porter a lamp contract 
—a hitherto impossible feat. 


“But,” insisted Porter, “where are 
the eight foot-candles?” 

“There is only one thing left—your 
ceiling and walls. The finish has got 
pretty dirty since the original finish 
was put on. Refinish one office and 
you'll get darn close to what you want. 
Then go ahead with all of them. You 
will get over seven foot-candles at 
least.” 

“That’s a pretty big jump, consid- 
ering everything. I suppose the same 
light buff finish is as good as we can 
get?” 

“Yes, that will do nicely with these 
lamps.” 

“If what you propose accomplishes 
what you say it will, I’ll satisfy every 
tenant but one, and he can’t ever be 
satisfied.” 

“What's his kick?’ inquired the 
J. F. 

“Why, he’s got a drafting room up 
on the ninth floor, and he says the 
light isn’t so bad at night, but it’s no 
good at all in the afternoon. It’s the 
same light, day or night, and I don’t 
see where he has a legitimate kick 
coming.” 

“T guess I know what the trouble 
is. He is using artificial light, which 
is yellow in color, to reinforce day- 
light which is blue. It’s a cinch to 
fix him up. Use MADZA Daylight 
lamps in his drafting room. They will 
blend all right with real daylight.” 

“Say, if I can satisfy him, it will 
mean a lot to me in another way. Sup- 
pose you send me enough of those 
Daylight lamps to fix him up.” 

“Fine, I'll do that. But a word of 
warning. Don’t paint his ceiling and 
walls with a light buff paint, or you'll 
lose all the daylight effect. The ceil- 
ing is one of the principal sources of 
light with this system, so you want to 
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Mr. Salesman : 





Doesn’t \This Sound Reasonable ? 


OU, as a jobber’s salesman, hold a 
unique position. You represent 
your house and sell its merchandise. 
You are also an adviser to the merchant. 


Many dealers rely upon your judg- 
ment of goods to stock and how to sell 
them. When you recommend an article 
or suggest a sales idea and the result 
is successful and profitable, you have 
vastly increased your standing with the 
trade and your orders come easier. 


Here Is A Tip To Pass Along 


The TWIN-LITE plug, displayed 
on the sales card or with the window 
trim we furnish are fast sellers. They 
are great little profit makers that sell 
themselves. 


But in addition to this profit, they 
make electrical appliance sales easier. 
When the customer sees this plug he re- 
alizes his need for it and buys appliances 
because they are easy to use with this 
convenient, reliable, durable plug. 


Recommend Good Displays 


See to it that your dealers have plenty 
of TWIN-LITE plugs in stock and that 
they are kept on display. Advise the 
merchant to get the window trim ma- 
terial and other dealer helps we furnish 
free. They will thank you when they 
see how TWIN-LITE plugs move when 
your advice is followed. 


Why not write us about these dis- 
plays? We will be glad to give you full 
information. Write to 


GEORGE RICHARDS & COMPANY 


Dept. 16, 557 West Monroe Street, 


Eastern Agent 
R. B. Corey Company, 
39 Cortland Street, 
New York 





Chicago, III. 
Western Agent 


Geo. A. Gray Company 
589 Mission Street, 
San Francisco 
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ANYLITE 


Chain Pull 
Socket and 
Electric Light 





Dimmer 





No Need of Various Types 
One Type for Every Service 





Real Extension Socket 
Christmas | 2s," peyle 'e 


Cleaner, Toaster, 
Sellers Percolator or any 
electrical appli- 
ance without taking 
Mounte d off the shade, at the 
same time it elimi- 
nates all danger from 


shocks. 


on an at- 


tractive 
red, white Always Handy 
noi te Always Ready 


Will not wear out, 
and will save _ its 
value many _ times 


display 
card 








over in convenience. 


ANYLITE ELECTRIC CO, 


FORT WAYNE, IND. 








use a finish with a light blue or gray 
cast.” 


When the J. P. got back to the office 
the local coal man was keeping tally 
on the back of an envelope of the per- 
centage of smoke rings he could place 
over the lamp in the reflector over his 
head. 

“If the S. P. knew how you was 
minding the office in his absence’ — 
commenced the local coal man, be- 
tween rings. 

“Can it. I’ve signed a lamp contract 
with that hard-boiled egg, and I’ve 
made a booster out of a knocker. Fur- 
thermore, I’m going to sell him a foot- 
candle meter so his tenants will get 
what they have to pay for. He'll 
buy more lamps, and he’ll keep his 
units cleaned regularly.” 

“There, there, son. Tell me about 
it.” 

Whereupon the J. P. recounted his 
experience, in no way belittling his 
accomplishments. 

“Son, you're overlooking a nice bet 
with that meter of yours. Instead of 
letting these birds come in here with a 
grouch to complain about a job a 
couple of years old, you ought to drop 
in on all these people, explain your 
meter, and show ’em what they're pay- 
ing for, but not getting. Then tell 
‘em what’s wrong. Establish your 
rep, build up good-will, sell more 
lamps and get more contracts easier.” 

“You're on,” said the J. P. ““That’s 
my new side line, and it’s going to be 
a good one.”’ 

“But don’t come back with a lot 
of stories like the S. P. does after a 
trip with the fish and game warden.” 





Looks Bad for Woody 

“Woody” (C. Z. Woodworth, the 
McGraw Co. Omaha city salesman) 
stopping into a music store recently 
to buy some phonograph records, 
asked the price of some of the best 
sellers. 

The young lady clerk shifted her 
gum into “low” and replied: “Well, 
you can get ‘Smiles’ for fifty cents, 
‘Kisses’ for a dollar, and for a dollar 
and a half ‘You’d Be Surprised.’ ” 

The next day ‘““Woody”’ had to bor- 
row lunch money. 





The undertaker who bought the 
first automobile hearse was sure some 
progressive. 
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Tell Your Dealers 
What we do for them 


Tell them that to represent the Electric 
Vacuum Cleaner Company and sell PREMIER 
VACUUM CLEANERS offers the following 


practical and substantial advantages: 



























The Premier selling campaign—in the Satur- 
day Evening Post and leading women’s publi- 
cations—sells Premier Vacuum Cleaners just 
as a good salesman talks to a prospect—only 
each advertisement talks to millions. 


Through an affiliated company we help the 
Premier dealer finance installment sales. His 
selling activity isn’t hampered by credit limita- 
tions. 

The 50 Premier Service Stations in leading 
cities are of enormous assistance. They relieve 
dealers of the burden of repairs and replace- 


ment of parts. 


The rigid written guarantee is very impressive 
Pan) ron) » 





to buyers and is an assurance of good faith. 


The Premier is a vacuum cleaner which easily 


outsells competitors. 


This is what we do for the Premier dealer. It’s 
direct assistance. It’s a part of the service that 


makes Premier “First Among Cleaners.” 


ELECTRIC VACUUM CLEANER CO., Inc. 
Cleveland, Ohio 
Premier Service Stations in Principal Cities 
Exclusive Canadian Distributors: 
Canadian General Electric Company, Limited 
Toronto, Ontario, and Branches 
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Electrical Merchandising 
— Electrical Record 
Ave helping’ you to sell 


ESROBERT LAMPS 


Advertising has put “ pep’”’ into ESROBERT Sales. 
The leading trade papers are telling the dealers to stock 





them. The dealers know they are good lamps. They 
know ESROBERT Lamps will sell. The Christmas 
trade will demand a large number of them. Advise 


your customers to stock them now. 


ESROBERT Lamps come packed in separate cartons. 
Each one makes an attractive package with a picture of 
the lamp and serial number plainly shown on the out- 
side label. No additional wrapping is necessary. The 
customers select the model they wish from a set of 


samples. 


The complete ESROBERT Line includes a lamp for 
every need in the office and home. Some models are 
finished in plain bushed brass, others in fancy mottled 


green and various other color schemes. 


Our new booklet completely 
describes and pictures our 
entire line. Send for a copy 
and ask how our national 
adveriising will help you 
make greater profits. 
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Ss. Robert Schwartz && Bro. 


ELECTRICAL SPECIALTIES 
729-731 Broadway New York City 
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George H. Porter 
(Continued from page 21) 
called wharf rats would crawl under 
the docks into a bed of mud in the 
evening, then in the morning would 
| scramble out, shake themselves off 
like a dog and accost the nearest per- 
son in sight for the price of a break- 
| fast. Close as I was to them they 


' never bothered me,” continues Mr. 


Porter, “probably because I didn’t 
look as though I had the price of a 
cup of coffee for myself. 

“Those were great days. We ate 
one good meal a week and that was 
on Saturday night, our big night out. 
The three of us, Hackett Emery, Fred 
(Doc) Langdon (both influential men 
today) and myself, would go over to 
Madam Gonfranz’ place where we'd 
blow ourselves to a 50-cent dinner 


_ with a 10-cent bottle of “Dago Red’ 


to top off on. Then we'd furnish our 


' own entertainment (and incidentally 


mirth for the other patrons of the 
restaurant.) ‘Doc’ Langdon, the 


lead-off man, sang tenor, while six-foot 


Emery and I furnished the comedy. 
“Our abode was located in Univer- 
sity place, which is now Greenwich 


| Village, and our “palatial” quarters 
| consisted of one room and an alcove to 


the rental of which we each contrib- 


uted $1.50 a week. Though our 


standards of living were anything but 


| those of prosperous individuals, we 
managed to enjoy life.” 


After tarrying about six months in 
the ice houses, George’s inherent de- 
sire of the wanderlust took possession 
of him. Seeing a sign in the railroad 
station one day reading “Special rate 


| to North Fork, Va., $8,” George pur- 


chased a ticket and with little undue 


' ceremony left New York as suddenly 








as he had entered. 
It being necessary to eat and sleep 
in North Fork, George obtained a posi- 


tion as traveling salesman with the old 


Standard Electric Co., covering the 
Carolina, Tennessee, Georgia and 
Virginia. This was his first position 
in the electrical field. 

“Why did you choose the electrical 
field and how was it you went with 
the Standard Electric Co.?” I asked. 

“I needed money, liked travel and, 
furthermore, I was particularly keen 
for the expense account which I made 
use of freely,’ was the answer. 

“Not having studied electricity in 
school,” I inquired, ‘and never hav- 
ing had any experience selling in the 
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EMF 


Electrical 


Year Book 





A Combined Electrical 


Encyclopedia, Trade 
Directory and Dictionary 





Embracing in a Single Volume 


(1) An encyclopedia dealing 
with the history of electricity and 
the vital statistics of the industry. 


(2) A complete trade directory 
giving a full list of all manufac- 
tured products, trade names, list of 
manufacturers and much other 
trade information. 


(3) A modern dictionary of all 
electrical terms, with special refer- 
ence to practical electrical engi- 
neering and construction. 


Orders accepted before publication 


at $7.50 per copy. (Regular price 
$10.00.) 


Send in your order now and save 


$2.50. 


Electrical Trade Publishing Co. 


1018 South Wabash Ave. 





CHICAGO 





The E M F Electrical Year 
Book is being edited by a 
corps of experts who have a 
keen appreciation of the 
needs of the public as well 
as the industry for authentic 
statistics and information in 
easily available form. The 
matter will be arranged al- 
phabetically and in a man- 
ner that will make it an in- 
valuable guide to manufac- 
turers, distributors and users 
of electricity and electrical 
equipment. 


W4 


Some of 
its Interesting 
Contents 





The name, address, prod- 
ucts, branch offices, district 
offices of every electrical 
manufacturer. 


Trade names of electrical 
products. 


Classified directory of elec- 
trical manufacturers. 


Descriptions of electrical 
products. 


Historical and statistical data 
covering Central Stations, 
Electric Railways, Tele- 
phone, Telegraph and Ocean 
Cable, Radiotelegraph and 
Radiotelephone, Electric - 
al Manufacturing, Jobbing, 
Retail, Distribution, Electro- 
chemistry, etc., etc. 
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Here is the ane renewable Fuse that 
is fool- proof 






















“Tt will definitely eliminate 
our dangerous short circuit 
explosions as well as the 
burning out of our expensive 
motors and equipment. 


It 
finally found the only renew- 
able fuse that cannot be over- 
loaded or improperly reloaded 
intentionally ..or unintention- 


y ally.” 





The element itself is sealed in a powder-packed renewable 
cartridge. This powder-packed renewable cartridge slips in 
the holder like a gun cartridge in a barrel (see illustration above). 

Only one renewable cartridge of the proper size and rat- 
ing can be inserted at a time, due to its patented design. 


Jobbers’ salesmen: Here’s the Renewable Fuse that’s easy 
to sell ata good profit. Drop a line for all the information today. 


The NATIONAL RENEWABLE FUSE is _ the 
only Renewable Fuse that has been approved by 
ALL of the following Insurance Regulating Bodies: 


Associated Factory Mutual Fire Insurance Companies 
Hydro Electric Power Commission of Ontario, Canada 
Millers’ Mutual Fire Insurance Companies 

Western Factory Insurance Association 

Underwriters’ Laboratories, Inc. 

Mutual Fire Prevention Bureau 

Factory Insurance Association 





Made in Both 250 and 600 Volts up to and including 600 Amperes 


Federal Electric Company 


National Renewable Fuse Division 


8700 SOUTH STATE STREET 


91 New Montgomery Street 627-649 West 43rd Street 
SAN FRANCISCO, CALIF. NEW YORK, N. Y. 


Branches and Distributors in all large cities 


CHICAGO, ILL. 











is fool-proof. I have! 


| electrical field, how did you obtain the 

| position?” 

| “Bull,” was Mr. Porter’s simple and 
laconic answer. 

“T’ll never forget my first call,’ he 
continued. ‘My boss gave me a li- 
brary of catalogs and told me to fare 
'forth—which I did. “My first stop 
|was at a country store which sold 
‘everything from bicycles to locknuts. 
The proprietor asked me if I had 
\something or other. [ didn’t know 
what it was or why. The catalogs 
were as much Greek to me as his ques- 
| tion, so I just shoved them all over to 
him, confessed my ignorance and told 
him to pick out whatever he wanted or 
could find and write his own order. 
He did and I got my first order out 
of sympathy, but you can bet I re- 
copied it before sending it to the of- 
fice. 

“T made liberal use of my expense 
account and one day while in Tennes- 
see I was informed by my employers 
that I was making such good use of it 
that I was not needed any longer, 
hence the wanderlust again took pos- 
session of me a little forcibly and I 
migrated to Chicago, which contained 
a little feminine school-day attraction. 
I figured this would be the most re- 
ceptive haven. 

“In Chicago my attention first be- 
came centered upon the Illinois Elec- 
tric Co., and by reason of my preced- 
ing experience and aforesaid “bull” I 
landed a place on this company’s sell- 
ing force traveling Northern Wiscon- 
sin. 

“My stay with Illinois was brief, 
however, and I soon became connected 
with the Julius Andrae & Sons Co. of 
Milwaukee, in which capacity I cov- 
ered the Dakotas, Minnesota and part 
of Montana selling Andrae telephones 
to farmers and telephone companies. 


“At that time J. C. Schmidtbauer, 


“ now vice-president of the company, 


was traveling Wisconsin and Otto 
Borkhardt, present owner of the Mil- 
waukee baseball team, was in the 
store. Between the three of us we 
carried enough weight to roll the coin 
out of any farmer’s pocket. 

“Our plan then was to get the farm- 
ers each to put in about $25 and form 
a company as Mr. Schmidtbauer, I be- 
lieve, has already told you. 

“My first experience with the An- 
drae company is comical. H. P. An- 


‘drae, now president of the company, 
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For after season selling— 


Help your customers bridge that “‘after-holiday” gap! The Hot- 
point Irons will do the trick! Get them to push both Hotpoints— 
the six-pound family iron and the light little three-pound—a place for 


both in every home! 
Our part of the push will be two big color pages in national magazines—the December 25th 
Saturday Evening Post and the January, 1921, Ladies’ Home Journal, which comes out dur- 


ing December. The Hotpoint store tied in with and cashing in on this advertising will reap 


big profits! 
EDISON ELECTRIC APPLIANCE CO., Inc. 
New York Fh, Atlanta 
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SHERMAN 
GROUND CLAMP 

































APPROVED 


WHY? 

1. All copper in one piece securing high con- 
ductivity and a tight grip. 

2. Furnished with approved soldering lugs. 

3. Equally good for soldered or solderless con- 
nections. 

4. Adjustable—three sizes covering all require- 

ments. 

Easiest and quickest to apply. 

6. A screw-driver only necessary. 


“None are as good—few are as cheap”’ 


H. B. SHERMAN MEG. CO. 


Battle Creek, Michigan 






or 






















Are You Imbued 
With the 
Christmas Spirit? 


Ce 
See Page 95 


























hired me. As usual, I was broke. I 
had been with the company 20 min- 
utes when I borrowed $20 from Mr. 
Andrae to pay my board. I found a 
“high class” lodging place for $2 
a week and hither I carried my lug- 
gage, comprised of one empty steam- 
er trunk. My wardrobe was truly 
comprehensive.” 

Mr. Porter’s stay with the Andrac 
company was not extended and he 
next was found succeeding Perry 
Boole, former sales manager of the 
Electric Appliance Co., and now vice- 
president of the Greusel-Quarfot 
Electric Co., Milwaukee, on the Appli- 
ance company’s territory in Ohio. Mr. 
Boole was at that time made sales 
manager. 

Mr. Boole stayed with Mr. Porter 
for a short time to make him ac- 
quainted with the territory, and, be- 
tween the two of them, Mr. Porter 
says, there were quite a few festivi- 
ties. 

“One day,’ related Mr. Porter, 
“we received a telegram from Mr. 
Low, the president, telling us to take 
an interest in the firm and our work. 
Being about three sheets to the wind, 
we wired back: ‘We'll take a third in- 
terest.’ ”” 


However, this was 14 years ago, 
and from the Electric Appliance Co. 
Mr. Porter went to the Western Elec- 
tric Co. at Chicago where he found 
himself and has been ever since. 


His first position was that of sell- 
ing the railroads, at which time the 
company’s rail business was small and 
close to nil. However, Mr. Porter’s 
persistent efforts and remarkable gift 
of salesmanship gradually built up 
the business until it has increased to 
such an extent that it was necessary 
to create a distinct department at the 
head of which Mr. Porter was placed 
with many other salesmen under him. 
Thus Mr. Porter is a member of the 
company’s general department which 
consists of managers of their respec- 
tive departments in all branches of the 
company all over the United States. 


His wonderful work continued, how- 
ever, until the department grew to 
cover the entire Western Electric or- 
ganization as it stands today. Begin- 
ning, it might be said, from practically 
nothing, George Porter created and 
built a railroad sales department that 
now does a national business running 
well up into the millions and repre- 
senting the largest railway business 
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NON — BREAKABLE 
HACK SAW BLADE 
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©) Mr. Jobber’s Salesman 
< This advertisement is for your 
particular attention. 
x We want to tell you about 
S Atkins Non-Breakable 
S Hack Saw Blades 
There is a large, virgin field 
G for them among electrical con- 
©) tractors and dealers. They want 
CF these Non-Breakable Blades. 
S Youcan increase your sales by 
= selling the trade Non-Break- 
5 able Blades. 
Our National Advertising 


makes them easy to sell. 


We wiil tell you how to start. 
Write us today 


FE. GC. ATKINS & COMPANY, Inc. 


**The Silver Steel Saw People’’ Established 1857 
Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, New York 
Branches carrying complete stocks in the following cities: 
Atlanta Memphis New Orleans Portland, Ore. Seattle See ey, N S. Ww. 


Chicago Minneapolis New York City San Francisco Vancouver, B. C. Paris, Frane 








aie 











Se eeatlenidiemae 





THE JOBBER’S fA] SALESM 


Z 











NAILIT- 
KNOB 


Trade Mark Registered 











The Original and Best Yet 


Nailit-Knobs are :— 
Correctly Designed 
Ruggedly Constructed 
Carefully Selected 
Properly Pressed 
and 
The Porcelain is Hard 


and Tough 


No. 1 Nailit-Knobs 
Move Fast 


Get Behind Them 


and Push 


Patented Feb. 3, 1920 


J.H. Parker & Son, Inc. 
Parkersburg, W. Va. 











done by any jobber in the United 
States. 

Such a feat is remarkable in one 
man and clearly depicts the extraordi- 
nary creative sales ability which he 
It would not be erroneous 
to call George H. Porter one of the 
Hugh Chalmers of the electrical in- 
His and 


pleasing disposition are probably two 


possesses. 


dustry. rollicking laugh 
features which have so profitably add- 
ed to his persuasive ability. 

filled 
with so many responsibilities, which 


Despite his high position, 
keep him an exceedingly busy individ- 
ual, he has like all big men, plenty of 
time for everyone. This is probably 
one of the secrets of his success for it 
is only the small man who says, “I 
haven't got the time.” 

Mr. Porter’s spacious, mahogany- 


bedecked offices 


breathes success and distinction, yet, 


suite of private 
he is a man exceedingly democratic in 
his ideas. He is just as friendly to 
the many under him as he is to those 
in positions more the equivalent of his. 
He is what salesmen term a “regular 
fellow” and is thoroughly liked by 
everybody. 

Mr. Porter is very actively connect- 
ed with many commercial, social and 


fraternal organizations. He is a past 


president of the Railroad Supply 
Manufacturers’ Association, the Rail- 
road Materials Association and the 


Illinois Athletic Club of Chicago. Be- 
sides this, he is a member of the Sons 
of the American South 
Shore Country Club of Chicago, As- 


Revolution, 


sociation of Railway Electrical Engi- 
neers, the Otters (a swimmers’ club), 
Western Railway Club, Jovian Order, 
of Commerce, 
Electric Club of Chicago, American 


Chicago Association 
Legion, Medinah Motor Club, is an 
Elk and a 82nd degree Mason, in 
which order he is a member of the 
other 


and various 


& ¢€€ 
Wouldn’t Electrify Farm 


Here’s a great talking point for a 


Mystic Shrine 


bodies. 


farm light plant salesman. The other 
day a farmer and his son had an ar- 
gument about electrifying the farm. 
The son said “Yes,” and the father 
“No.” Son gets mad and puts poison 
in the old man’s oatmeal. Father not 
dead yet, but a little stronger for a 
light plant and “off of” oatmeal. So, 
jobbers’ salesmen, have your dealers 
put a bug in friend farmer’s ears. 








Gratitude 


E are glad of 

the opportu- 
nity THE JOBBER’S 
SALESMAN Offers us to 
express our deep ap- 
preciation of the sup- 
port and co-opera- 
tion received from 
our friends, the job- 
bers’ salesmen. 





In helping us ‘place 
Sunlight Carbon 
Lamps and Fractional 


Horse Power Motors 
“on the map” you 


probably did-not fully 
realize what your co- 
operation meant to the 
success of our company. 
We want you to know 
that we thoroughly ap- 
preciate your efforts in 
our behalf. 


We hope we will merit 
your continued. good- 
will and support and in 
return you can depend 
on 100 per cent service 
from us—the kind of 
service that will help 
you to increase your list 


of satisfied customers 
and your profits. 


i) 


Carbon Incandescent Lamps 
Fractional Horse Power Motors 


The Sunlight 
Electrical Mfg. Co. 


Warren, Ohio 
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DUNCAN MODEL M2 
A. C. WATTHOUR METER 


Potential loss, 1.0 watt. 

Total series loss, 0.29 watt. 

Weight of moving element, 10.0 grams. 

Torque or turning power, 42.0 millimetergrams. 

Ratio of torque to weight, 4.2 to | (highest known). 
Runs continuously on 14y of 1% of full load. 

Varies less than | % for power factor of 50%. 

Accurate to within 14 of 1% from 5% to 150% load. 
Varies less than 147 of 1% for 10% change of voltage. 
Varies less than 17 of 1% for 10% change of frequency. 


Duncan Electric Mfg. Co. 


La Fayette, Indiana 
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eerless Fans 

roperly used 

roduce plenty of 
urchasers and Profit 


Summer is not the only 
season in which Peerless 
Fans can be used to ad- 
vantage. In winter they 
can be employed to aug- 
ment heat circulation, 
keep frost and steam off 
the windows and to do 
many other things. 


But an especially good use for 
Peerless Fans in winter—and 
in all seasons—is to attract 
attention. Any moving object 
in a window commands notice. 
What could be used to better 
advantage than 


PEERLESS 
FANS 


During the Christmas-shop- 
ping weeks all merchants will 
be racking their brains for a 
business-producing window 
““stunt’’. 


Tell your dealers to equip 
each of them with a Peerless 
fan. The fan can then be put 
to work in many ways. 
Streamers of ribbon can be 
attached to the guard: it can 
be used to affect a miniature, 
artificial snow storm or add a 
semblance of reality to a cold 
wintry scene with a “‘frosty 
north wind”. 


It can be done, fellows. 


The Peerless Electric Co. 
Warren, Ohio 















Our Selling Problems 
(Continued from page 10) 
‘forcing this local manufacturer to 
‘compete for my business more strenu- 

ously. 
| 8rd—(a@ thought) My foolish loy- 
|alty is detrimental to my business in- 
terests. 

4th—(an emotion) I want my busi- 
/ness to succeed—big. 

5th—(a thought) This line that 
\I’m offered will give me something 
'new to talk about; it will freshen up 
‘my business, and perhaps enable me 
'to force the local manufacturer to 
‘offer better terms. 

PROBLEM NO. 5— 
| “This dealer claims that the prices 
‘are too high. 
| “Understand to begin with that the 
dealer could not have arrived at that 
,conclusion except through having 
‘compared your line with others. So 
the first step is to tind out what other 
lines he is using as a basis for his com- 
| parison; ask him to tell you. You'll 
| serve your own ends best, too, by hold- 
ing him down to a conservative state- 
ment of facts regarding the merits of 
the goods which he is using as a basis 
for his comparison. Also, in your 
| most diplomatic manner and so as not 
|to get his ‘goat’, endeavor by adroit 
| questioning to bring out the fact that 
he does not know much about the be- 








}; neath-the-surface conditions of the 


goods he presumes to say are a better 
buy than yours. 

“Then proceed to show him where 
| he is misinformed, but in doing that, 
| remember this: not even a big, broad- 
| gauge man relishes having to reverse 
| his judgment; so do not go at him as 
though intending to show him up as 
not understanding his business. It will 
be better to say something like this: 
You have made it perfectly clear why 
you are not to be blamed for saying 
that you think my goods are high 
priced. If anybody is to be criticized 
it should be me, for I seem not to 
have made it clear just what you get 
when you put your money into my 


goods, and what you can give the trade 
for its money. 

“Then tell him, putting special em- 
phasis upon those features that corre- 
spond to the ones about his present 
line that he admitted he did not know. 
The thoughts to inspire and the emo- 





tions to arouse are these: 








Rays from the 
GLOLOG 


When dealer - contractor 
says, “Can’t sell Glologs; 
customer won’t stand cost of 
special wiring,’ what do 
YOU say? 


R. P. McConnell, who sells 
Rutenber ranges in New 
York, has the answer. He 
and Stanley & Patterson are 
selling them by the carload. 
We asked him to write the 
“Rays” from here on, and 
these are his words: 





At 


< " H bl nies 





“Don’t dwell too much on the 
price, installation and operating 
cost of an electric appliance. 
Confine your sales talk to the 
many advantages of electricity 
for cooking and heating over all 
other systems. Even though 
you or some people you have 
talked to, feel that they can- 
not afford the wiring cost of an 
electric heater, there are other 
people who are glad to pay more 
money than their present system 
is costing them, if they can add 
to the comforts of their homes. 


“Remember a Pierce Arrow 
limousine costs more than a 
Hudson. The Hudson is a large 
roomy car, but still people are 
buying Pierce Arrows and pay- 
ing more money for more com- 
fort. Many people who have 
small families are building large 
and comfortable homes with 
large rooms. They could live in 
a cottage, but they are willing 
to pay more money for more 
comfort. The salesman who 
feels ‘small and cannot talk in 
big figures will never be very 
big. 


Strait & Richards, Inc. 


Newark, N. J. 
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Immediate Delivery on 
Belts, Safety Straps, 
Climber Straps, Tool 

Bags, Etc. 


ALL GENUINE KLEIN 
LEATHER GOODS 

are branded 

with the world-known 
KLEIN TRADEMARK 
and Catalog Number. 


A line built on quality that appeals 
to your trade without argument 





MATHIAS 


KLEIN 
& SONS 


ESTABLISHED 


CHICAGO 
1857 


Originators and Manufacturers 


Pliers, Splicing 
Clamps, Wire 
Grips, Climbers, 
Belts, Safety 
Straps,Bags,etc. 
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Lower Prices on 


Emerson Motors 
In Effect Nov. 10th, 1920 


CTE COOTUCCUEUT UE DUOUEE UO DARE U EER ED LUE ESE EE EN EEUU ETE) cote enna 





The new prices of 
Emerson Small Motors 
placed in effect Novem- 


ber 10th, represent a 
reduction of 15 per cent 
from the prices of the 
past six months. 


This reduction is made 
with a view ahead into 
1921—to establish at 
once what is hoped will 
prove a fair and stable 
basis for steady and 
vigorous buying. In 
establishimg these new 
prices, allowance has 
been made for all econ- 
omies which can be 
anticipated from improv- 
ed and enlarged facili- 
ties or other causes. 
No basis for further 
reductions can now be 
discerned. 


The new prices appear 
in Motor Price and Data 
Book No. 51. Write for 
it today if your copy 
missed you. 


THE EMERSON 
ELECTRIC MFG. COMPANY 
St. Louis New York 











Ist—(a This salesman 
knows his business. 
2nd—(a thought) 


advantages through not handling his 


thought ) 
I’m losing many 


line. 

3rd—(an emotion) I want to enjoy 
those advantages. 

PROBLEM NO. 6— 

“This dealer has an influential clerk 
who prefers another line and influences 
the dealer accordingly. 

“This is a very easy problem to 
solve. It simmers down to a matter 
of selling the clerk; always easier to 
do than to sell his boss. For the clerk 
is not as well equipped to withstand 
your sales efforts as is the dealer—he 
lacks the dealer’s experience in buying 
and saying ‘No.’ 

“The dealer's interest lodges in 
prices, terms, profits; the clerk’s in 
talking points. Usually, too, it will be 
found that the salesman for the other 
line has succeeded in making a friend 
of the clerk. You must do likewise. 
In doing that, however, remember that 
you cannot buy or command friend- 
ship; do not patronize the clerk; meet 
him squarely, man to man. Don’t 
knock the other line; ignore it and the 
dealer’s previous refusal to look at 
vour line completely. Get him to per- 
form some favor for you (the clerk) 
and then return it with interest. 

PROBLEM NO. 7— 

“This dealer claims that business is 
too uncertain to warrant his buying. 

“Ts there anything in the local con- 
ditions to warrant the dealer taking 
that attitude—how’s his credit? Is he 
wide awake and conducting his busi- 
ness along the proper lines? Would 
you do better to drop him and hook 
up with a more progressive dealer? 
If those questions can be answered 
satisfactorily, then vour best plan of 
procedure will be found under other 
headings—see Problems, Nos. 2 and 38. 

* * * 

“Now there is one point that I 
should like to have brought to the 
attention of your readers; this: I am 
willing to acknowledge in advance 
that there may be flaws in my an- 
alysis, it being difficult to dictate a 
matter so complicated and have it en- 
I should prefer that 
your readers use my outline merely as 


tirely correct. 


a starting point from which to evolve 
a better one. Certainly every man 
who sells will improve his work, if he 
adopts some suck plan as mine for 
classifving his seliing problems, and, 


also, for guidance in his selling work. 
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DERING 





WHY? 


Salesmen, no matter who 
they are nor how good they 
are, have “‘off’’ months—in 
other words, their sales are 
better than 
others and they can't always 
tell why. 


some months 


One reason is that some 
of the goods they sell are 
seasonal. 


Now, we are in a position 
to help out by giving you an 
all the 


year, and when a dealer is 


article which sells 


once sold on 





2 . 
‘ 


Allen Sodering Flux 


he is always sold. Conclu- 
sive evidence of this is, that 
for almost thirty years our 
sales have shown a continu- 
Do you need 





ous growth. 
further proof? 


Ask your Sales Manager 
to write us for reasons 
why he should stock the 

ALLEN LINE 

We are forced to sell to 
dealers in some sections for 
the reason that their jobbers 
do not carry our goods. This 
should not be. We much 
prefer selling to the jobber. 
Co-operate with us to stop 


all leaks. 


L. B. Allen Co., Inc. 


4586 N. Lincoln Street 
CHICAGO, ILL. 
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$5.00 For Every New Use Suggested for the 


Magnavox 


bs J)U know what the Magnavox does—mag- 
nifies the voice or sounds from a phono- 
graph record or any other source many times, so 
that every word or note can be heard by a vast 
audience, whether in an auditorium or outdoors. 


Or the sound can be modified at will to a mere 
whisper. A Few Uses for the 


We know some uses for the Magnavox, but MAGNAVOX 
there must be a lot more. You may know some. That Have Been Suggested: 
Tell us. If it is a new one, you win $5.00, 














For concerts and entertainments 


Incidentally there’s bigger money for just a eee 
little more effort selling the Magnavox. One sale per 
a week will more than pay the salary of the aver- oe oe 
age salesman. Better get the S. M. to let you ee Seehaate 
take on the Magnavox as a side line. Far ae es Gr tee attentions to 0 
Send for Bulletin 22520 and learn To demonstrate records 
full details of this “noney-maker. he pera rinks 


For fairs and exhibitions 


J. O. MORRIS CO., INC rMec Avs ang YW CAs 
e oe . «~ € As and ¥. W. A.’s 
e e9 For schools 


is'ri . y As a megaphone 
Dis‘ributors for New York and New England For contractors directing work on buildings 


1270 Broadway, New York 


“ 








} ct rans? 

ectrt fron , 
Musi arm 
Horn. : 

Speaking Transmitter. 





‘olume of sound reg 
tlated from very 
weak to very strong. 











Telemegafone that re 
produces music and 
voice faith} ly. 












Two wires connect to 
6-volt storage battery. 
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MANUFACTURERS 
NEWS 

















CuaseE-SHawMutT Co., Newbury- 
port, Mass., announces that its full 
line of Shawmut renewable fuses is 
now approved by the Underwriters’ 
Laboratories, Inc., notice of approval 
of the 600-volt line having just been 


issued, 


“Putting Your Fans on the Profit 
Side of the Counter” is the title of a 
neat little prospectus of the adver- 
tising campaign of The Robbins & 
Myers Co., Springfield, O., and which 
that company is now circulating 
among its jobbers and dealers. The 
preface of the booklet explains the 
national advertising of the company 
and then goes on to offer to dealers, 
jobbers and jobbers’ salesmen a line 
of attractive advertising material 
such as window display material, mail- 
ing booklets, folders, lantern slides, a 
motion picture film, electros, etc. The 
balance of the booklet is devoted to 
samples of the literature, which the 
company is getting out to advertise 
R. & M. fans, proofs of electros and 
descriptions of other dealer helps. 
Four sample leaflets are attached to as 
many pages. The booklet as a whole 
is quite attractive and carries out its 
purpose very well. 


C.-H Convector Type Electric Air 
illustrated and described 
in a new four-page, 814x11 leaflet, 
being distributed by The Cutler- 
Hammer Mfg. Co., of Milwaukee and 
New York, and known as Publication 
862. The leaflet also tells briefly the 
advantages of electric heat over other 


Heaters are 


forms of heating and gives thumb 
rules which enable the customer to 
closely estimate the number or size of 
heaters required for any particular in- 
stallation. The C-H convector type air 
heater is described as being a compact 
It consists of 
several C-H space heaters mounted 
horizontally between cast iron end 
plates and completely inclosed in a 
protecting screen of perforated sheet 
metal, so that nothing inflammable 


and sturdy appliance. 





can touch the heaters or any live 
parts. The heaters are made in eight 
different capacities ranging from one 
to five kilowatts for standard com- 
mercial voltages, and all except the 
smallest and largest sizes are designed 
for three different heats. 


Tuomas & Berts Co., 63 Vesey 
street, New York City, is placing on 
the market a new fitting in the form 
of a “Shutter” (catalog No. 549) to 
be used with its slotted type of cable 
box. Frequently, it is necessary to 
have a box which can be slipped over 
a gas pipe, already installed, without 
removing the gas fixture. The slotted 
box will do this. In such a case, how- 
ever, there of course is left an opening 
which the gas pipe does not fill up and 
which is objectionable to most inspec- 
tion departments. By using this new 
fitting, the maker says, this opening is 
securely covered, thereby perpetuating 
a good, safe job. The Thomas & 
Betts Co. invites the inquiries of job- 
bers’ salesmen to acquaint themselves 
with this combination of shutter and 
box which forms the “Shutter Box.” 


M. B. Austin Co., formerly lo- 
cated at 700 West Jackson boulevard, 
Chicago, is now firmly established in 
its modern new building at 108-16 
South Desplaines street, same city. 
The building, which is a three-story 
structure, has a total floor space of 
30,000 sq. ft., cost $250,000 (includ- 
ing the site) and has every modern 
for the comfort of the 
Austin company’s employees. 


convenience 


WestinGHouse Exrectric & Merce. 
Co., has a Service Plan which is de- 
signed to both increase dealers’ sales 
and. afford the user of Westinghouse 
appliances a convenient access for 
service. The plan consists »f the ap- 
pointment of certain dealers in vari- 
ous cities as Westinghouse Service 
Representatives. They keep on hand 
a stock of repair parts sufficient to 
enable them to make prompt repairs 





a ie 





on all appliances brought to them. 
The heating apparatus is guaranteed 
to be free from mechanical and elec- 
trical defects for a period of one year, 
provided it is properly used on the 
rated voltage, and the company will 
repair or replace defective parts under 
this guarantee if the appliance is re- 
turned to the service representative. 
Reports are made monthly by the rep- 
resentative and charges, etc., adjusted. 
The Westinghouse company says the 
plan is working out satisfactorily to 
all concerned in it. 


Tuor Exvecrric [RoNER, new prod- 
uct of the Hurley Machine Co., Chi- 
cago, is heralded by the maker as an 
entirely new mechanical departure in 
electric home labor saving devices, for 
it is said, the operation is entirely au- 
tomatic. A touch on a small lever, 
conveniently placed on the feed board, 
throws the shoes into gear with the mo- 
tor and the shoe moves smoothly into 
one of three open positions or into 
the closed position as the operator may 
desire. The operator is thus relieved 
of the exertion of operating a lever 
by hand or foot. One feature of the 
machine is that the roll has two speeds 
and another is that it has a direct 
shaft drive, thus eliminating belts and 
pulleys. 


Economy Fuse & MANUFACTURING 
Co., Chicago, announces that C. B. 
Merrell, who has been in the general 
offices of the company for a number of 
years, has been appointed district sales 
manager of the Philadelphia territory 
with headquarters at 523 Widener 
building, Philadelphia. He replaces 
E. J. Watson who has resigned. 


BENJAMIN Exvectric Mere. Co., Chi- 
cago, is circulating among the trade a 
broadside depicting its November ad- 
vertising on Benjamin-Starrett panel 
boards. The folder, entitled “Mak- 
ing Panel Board History,” also shows 
a facsimile view of the company’s S-3 
panel board catalog and gives full in- 
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WRITE TODAY for our 


These Points attractive proposition for job- = 


bers and their salesmen. We 

3 M e a n E as . manufacture all types of in- 
=3 VY closed switches for all 
types of electrical circuits. 


E Dealer Sales oe and proposition on 


JOBBERS and JOBBERS’ 
SALESMEN MAKE QUICK 


™"TRNOVERS WHEN THEY HANDLE 


WINN 


A AAUAGLU HULU TATA 


VIPRO 


‘Y SWITCHES 


WNUNIIH 





ALL COMPRO class B SAFETY SWITCHES = 
are fused at the bottom—recommended by au- 
thorities as the best construction method for 
inclosed switches. 


DEPENDABLE PROTECTION — completely 
inclosed and externally operated only. 


WORKMANSHIP AND MATERIAL the best 


obtainable. 

COMPRO STANDS TOR “COMMERCIAL 
PROTECTION”. 

Wadsworth Electric Mfg. Co. 


Incorporated 


COVINGTON, KENTUCKY 


AI 
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Retails for 


pe 


Complete 


Here is the New Star 


UNIVERSAL 


Motor -Driven Vibrator 


An Article of Genuine Merit 
At an Attractive Price 
The attractive price of 
$12.50 plus the merit of 
the new high-power, mo- 
tor-driven Star Universal 
Vibrator, which operates 
on any ordinary current, 
makes it the fastest selling 
motor vibrator on the 

market. 


Our Jobber Co-operation 


Handsome, colored window 
trims, counter cards, moving 
picture slides, sales and pub- 
licity drives such as the recent 
Florodora Beauty Contest and 
our persistent national maga- 
zine advertising in such pow- 
erful publications as Metro- 
politan, Red Book, Green 
Bock, Hearst's, Pictorial Re- 
view, Motion Picture, Classic, 
Shadowland, Cosmopolitan, 
Fashion Art, Physical Cul- 


ture and many others. 
The Star Universal 

is furnished with four spe- 
cially made applicators to 
meet every need. Six 
feet of heavy insulated 
cord. Trouble-proof mo- 
tor. Light in weight. 
Thoroughly effi- 
cient. Christmas orders 
promptly filled. Write 
for jobber’s discounts. 


Do it Today! 


Fitzgerald Mfg. Co., 
Torrington, Conn. 


bog STAR Electric 


Massage 


VIBRATOR 
is still the leader in the 
specialty field. Works on 
A. C. current only. More 
than 500,000 sold in one 
year. Stock up for the 
Christmas demand. All 
of our December adver- 


tisements feature this as 
the ideal gift. 











formation and specifications on the 
various types. The Benjamin com- 
pany says it will be pleased to mail a 
copy of the new catalog to those in- 
terested. 


H. C. (Mike) Moran has been ap- 
pointed district representative for The 
Chase-Shawmut Co., Newburyport, 
Mass., with headquarters in the Key- 
stone building, Pittsburgh, Pa., that 
company announces. Mr. Moran will 
handle thé full line of Shawmut spe- 
cialties, including inclosed fuses, fuse 
wire, fuse links, ground clamps and 
Boston cable grips, in western Penn- 
sylvania, Ohio, Kentucky and West 
Virginia. 


‘“Copper—From Mine to Finished 
Product” is one of the most interest- 
ing and valuable publications from 
every standpoint of those recently 
published in the electrical industry. 
It is the product of the Anaconda 
Copper Mining Co., 111 West Wash- 
ington street, Chicago, and as its title 
implies, deals with the progress of 
copper from the time it is taken out 
of the mine in the form of crude ore 
until it has been drawn into the fort 
The booklet contains ma: 
pointers of value to salesmen. & 
of the chapters are: “The Dex 
ment of a Great Industry,” ¢ 
with the history of copper 
“The Smelting of Copper,” 
brief description of the Ana 
duction works; “The E' 
Refining of Copper,” and “ 
ing of Copper Into Wire 
historical account of th 


of wire. 


The refining of zinc and 
briefly touched upon. B 
bodying these interestin; 
book is profusely illustrat: 
the reader to visualize the 
lution of these metals fro: 
to refined state. 


CoMBINATION SwitTc) 
tacle plate No. 1054 is 
and receptacle plate 
door. This plate is s 
old type No. 1708 re 
new type standard fl 


‘association makes. 


being manufactured by 
Light Co. of New York 


SoMETHING NEw is 
circular being mailed t 
St. Louis Brass Mfg. 
Mo., and describing i 





MAYHEW LINK-KEY 


locks and unlocks any size fix- 
ture link and may be used as a 
socket wrench by expanding the 
nose against fibre socket cap in- 
sulator. 


Get a free demonstrating sample. 


MAYHEW TOOL CO. 


WILLIAMSTOWN, MASS: 











One-Third Actual Size. 


THE P. & G. WIRE SKINNER is 
a tool designed to accomplish difficult 
jobs, such as splitting duplex wires 
with one pull, removing the insula- 
tion from the wire and scraping wire 
clean, ready for soldering. 


The established resale price on this 
tool is $1.50 each, net, postpaid. 


PAUL W. HERBST 


Sole ™ 











PAGE 


MISSIh 
NOT 


AV. 








NG 


AILABLE 
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It Reads Like the’CircleT” 
re Sheet 


GB ive clipping from the “Travel- 
ers Standard” shows the en- 
dorsement of the “Circle T” type. of 
Safety Switch by the Engineers of 
the Travelers Insurance Co. which 
should be a point of interest to all 
salesmen. 


Full details in Trumbull Cheer of 
September—get a copy. 


jat 
= nave OO 


Safety Features that the Travelers 
Insurance Company Endorses. 


Fig. 1 Fig. 2 Fig. 3 





Fig. 2. Operator cannot Fig. 3. Operator cannot 
, : : touch a live part as the shield 
In Fig. 1 operator cannot close switch because cover is covers the upper contacts 
open box, because switch is open. He must first close which are alive, as_ well as 
closed. He must throw into the box. (The interlocking = oo switch, which is 
“off” position first. catch can be manipulated by Dead Fuses only are ex- 
expert when necessary to posed and can be renewed 
’ ; with absolute safety. 

examine switch under load.) (Shield can easily be re- 
moved when necessary for 

expert to examine switch.) 


The Trumbull Electric Mtg. Co. 


Plainville, Connecticut 
San Francisco New York Philadelphia Chicago 


AOOUSOGCOOAASAALOTAOUEAEUOOOCAONNNNEAGAEUAOHNGRNLAOGGAEE HOON LAGGAALOQOOGEULONUULLUSGULE UOC GOOSEN OGELUOUOALUULLLEL 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








ARMATURE SLOT WEDGES 


Made of Hard Maple 


For new and repair work. 


> i a 
fT 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 














HEMINGRAY 


Glass Insulators 





No. 19 D. G. D. P. 


No. 9 Pony. 
Specify “Hemingray” 


Hemingray Glass Co. 


Muncie, Ind. 











The Proper Card for You 


Your business is vastly too important to 
be represented by anything less than a 


Wiggins Peerless Patent Book-Form Card 


Many of 
America’s 
largest card 
users 20m- 
pliment the 
skill and 
care exer- 
cised in en- 
graving 
a Wiggins 
Plate by 
using Wig- 
gins Cards 
exclusively. Ask 


PaThUR Kiume 
80 weer sem oracey 


Crtataed 
UNITED MANUFACTURERS, asw voor 


general excellence. 
The John B. Wiggins Company 


Established 1857 


Plate Makers, Die Embossers 


CHICAGO 


Engravers, 
1108 South Wabash Avenue, 
705 Peoples Gas Building 





for tab of specimens; detavrh them 
one by one; and observe their clean-cut edges and 











and elevator cabs, keeping food warm, 
ripening bananas, heating chicken 
brooders and incubators, warming 
bearings, fire extinguishers and en- 
gines, keeping frost from display win- 
dows, drying photo prints and nega- 
tives, keeping delicate measuring in- 
struments at proper temperature, in 
green houses; warming oil, water and 
compressed air pipes and valves; on 
the sleeping porch, in airvents to pen- 
stocks and=air relief valves, impreg- 
nating tanks, sewer traps, and nu- 
merous other applications. The book- 
let is profusely illustrated with views 
of many of these applications, and 
diagrams are given where necessary to 
show how the heaters are used and 
mounted. 


THe MartinDALce Exvectric Co., 
Cleveland, O., has placed on the mar- 
ket several new styles of commutator 
stones under the trade names of “Im- 
perial” and “Handy.” “The use of 
commutator stones instead of sanding 
or turning commutators has grown by 
leaps and bounds,” the company says. 
The maker further stipulates that the 
amount of copper removed is much 
less and every bar is evenly rounded. 
“Handy” and “Imperial” commuta- 
tor stones are made in 
grades and sizes and with knob, flat- 
The Mar- 
tindale company also makes commuta- 
tor slotting files and ‘Handyvar” 
black quick air-drying insulating var- 
nish. <A folder, being circulated by 
the manufacturer, gives prices on and 
completely describes the line. 


numerous 


iron and railway handles. 


Apam SuHoop Carr, manager of tre 
Philadelphia office of The Robbins & 
Myers Company, passed away Satur- 
day morning, October 30, his death 
being due to an attack of typhoid 
fever. His funeral was held at Phila- 
delphia on November 1, and he was 
buried in Baltimore on November 2. 
The Robbins & Myers Company ex- 
presses deep sorrow over Mr. Carr’s 
death. 


Manvuracturers of electric vacuum 
cleaners, the Bryant Electric Co. of 
Bridgeport, Conn., says, have experi- 
enced some difficulty in obtaining de- 
vices which are best suited for con- 
necting the wires from motor to the 
switch connection at the lower end of 
the handle. To meet this need the 
Bryant company offers the Spartan 
receptacle handle connector No. 138. 


a: 


| 
AMERICAN LINE / | 
MATERIALS CO./’_ | 


CROSSARMS 
THAT LAST 


PINE 
TEI 


TX . 
ASK YOUR DEALER 
FOR OUR PRODUCT 


039) 40) | 5 fe) 


ba] 
= 
Li, 
Ly 
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Successor to 


AMERICAN CROSS- 
ARM COMPANY 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 








Cedar Poles 


Butt Treating 
Open Tank Process 
The Valentine-Clark Co. 
Spokane, Wash. 


Chicago Toledo 





Minneapolis 














POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 


2844 Summit St., 
Toledo, O. 


220 Broadway, 
New York 


Rialto Bldg., 
San Francisco, Calif. 
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A good: way to say 


Merry Christmas 


Electrically 





What more appropriate Christmas remembrance could you give 
your friends in the “‘selling game” than a year’s subscription to The 
Jobber’s Salesman? Twelve times during the year this gift repeats 
itself as the messages of helpfulness and interest permeate your 
friends’ thoughts and guide them in their selling activities. 


The Jobber’s Salesman is a gift that any electrical salesman will 
appreciate and its permanent benefits and frequent counsel, enter- 
tainment, instruction and information will continuously recall to its 
recipient the friendly Christmas spirit and feeling of good fel- 
lowship in which it was given. ) 


Furthermore, there is no gift that you could give to your salesmen friends that 
would mean so much in their daily lives and embody such intrinsic value for so little 
money—one little dollar. A subscription for a friend will be an investment in good 


will the dividends of which will be paid through the sincere gratitude of a friend. 


WWM AAAABWB AV V BW BWW QQ BBB BQ sBA Ses BBBBBBBBBeBeeBeaaasy 


$2.2 


¥ 


SUBSCRIPTION COUPON 
THE JOBBER’S SALESMAN. 
1018 South Wabash Avenue, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN for 


one year. | will remit $1.00 upon receipt of bill. (Canadian Rate, 
$2.00.) 


You know what the cou- 
pon is for. If you're not 


a subscriber give your- 
N ° 
besa self a year’s treat, but fill 
Home Address 


in somebody's name and 
City and State. 


send it in with a dollar. 
Name of Company.... 


Position 


WMWBBBBBBBBBBBBRERBBREBEBBEE 
SRBBRRRRSRRR RRR SBR BRE BRBR BR EERE ES 
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THE JOBBER’S fA] SALESMAN 











National Products 
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“Sherarduct”’ and “Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’’ Armored Conductors and 
Flexible Metallic Conduit and Fit- 
tings, ‘““Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, ‘‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and ___ Bushings, **Auto-Steelflex’’, 
**Auto-Brassflex”’, ‘‘Auto-Flextube”, 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 


























Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding © 


General Offices: Pittsburgh, Pa. 
















FLEXTUBE 





Four of Many 
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Du- 


more No. 1 Grinder in use in the 


The illustrations show the 


a Wood Turret Machine Company of 
Brazil, Indiana. 


Other shops, large and small, in 
\ all parts of the globe, find many 
ways to use the Dumore. 
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Your Present Customers Are Good Prospects for 
Dumore High Speed Grinders 


Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


DUMORE 


No. 1 
GRINDER 


You can greatly increase your sales without materially in- 
creasing your work by selling Dumore Grinders to your pres- 
ent customers. Some jobbers’ salesmen depend on their Du- 


more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 
possible in this line. Personal attention will be gladly given 
to individual selling problems. Write 


WISCONSIN ELECTRIC COMPANY 
8323 Sixteenth Street © RACINE, WISCONSIN 








Fifteen Years of Continuous Service and Not 
One Minute of Lost Time 


The R & M motor shown above was in- 
stalled by The Addressograph Company 
in 1905. ‘The same workman has oper- 
ated the machine it drives continuously 
during this 15-year period, and he has 
never lost a minute because of the motor. 
It has delivered power for him day after 
day unfailingly without requiring repairs 
or attention other than the usual oiling 
and renewal of the brushes. 

This first motor installed by Addresso- 
graph is one of several hundred R & M 
motors which have since been installed in 
their factory. And because of their 
demonstrated reliability in the Addresso- 
graph factory, thousands of R & M 
motors have been used by Addressograph 
on the Addressographs and Graphotypes 


As Mr. J. P. Jackson, 


Addressograph 


they manufacture. 
Superintendent of the 
Company said: 


“The type of work done by the Ad- 
dressograph is very exacting. We wanted 
a motor which would insure the good 
reputation of our product—a motor which 
would run and keep running.” 


Manufacturers everywhere who use 
motors in their factories or on their prod- 
uct have found R & M motor reliability a 
valuable asset. And because of the pre- 
ference these motors have won among 
users, distributors of motors and motor- 
equipped devices have found them their 
best insurance of a healthy, growing mo- 
tor and appliance business. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


New York Philadelphia Buffalo 


Boston 


Chicago 


Cincinnati St. Louis San Francisco 


Cleveland 


Robbins & Myers Motors 























